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School Of Insurance 
Closing Exercises 
Held In New York 


McDowell, Guest Speaker, Stresses 
Benefits Derived From In- 
vestments in Education 


MANY STUDENTS HONORED 


Diplomas Granted to Three, Certif- 
icates to 15 and Prizes to 34; 
President Tuttle Presides 














Carl FE. McDowell, executive vice 
president of American Institute of Ma- 
rine Underwriters, was the guest speaker 
on June 17 at the 1958 closing exercises 
of the School of Insurance of the 
Insurance Society of New York. The 
exercises were held in the Great Hall 
of the New York State Chamber of 




















Commerce at 65 Liberty Street. These 
annual exercises mark the end of the 
academic year, and the school’s diplomas 
and certificates, as well as prizes for 
the leading students in individual courses, 
were awarded. 

Mr. McDowell, a native of Stanford, 
Calif., holds degrees of B.A. and M.B.A. 


i from Stanford University. He is presi- 
ndent of National Council of Seamen’s 
} Agencies, Inc., and chairman of the 


board of directors of Seamen’s House, 
Y.M.C.A., New York. 


Franklin B. Tuttle Presides 


Franklin B. Tuttle, chairman of the 
Atlantic Companies, president of the 
Insurance Society, presided at the exer- 
cises and pre sented the prizes. The 
diplomas were awarded by Arthur C. 
Goerlici, dean of the School of Insur- 
ance, and the certificates by Assistant 
Dean \. Leslie Leonard, CLU, CPCU. 

This year three insurance men received 
the Diploma in Insurance, making a total 
of only five who have received it since 
1952, when it was first offered. It indi- 
cates | completion of a lengthy and com- 
Prehensive study program, and is the 
highes st ac ademic distinction offered by 
the school. The recipients were Walter 
C. Ball, CPCU, of Guy Carpenter and 
Co,, Inc Michael J. Faulkner, CPCU, 
of Americ: an International Underwriters, 
and Charles J. Vojtech, CPCU, of 
Phoenix of London Group. 

Fiftecn students received the Certifi- 
cate in Insurance, The certificate study 
ha am, which is half as long as the 
iplom program, requires completion 
of 30 course credits (450 hours of class- 
room work), approximately half the total 


(Continued on Page 23) 
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LANCASHIRE 
GROUP 








“A multiple-line group writing all lines but life.” 


CHICAGO > SAN FRANCISCO » HARTFORD > NEW YORK 








UNITED 
STATES 
LIFE’S 


A plan that is NEW! 

A plan that is DIFFERENT! 
A plan that is CHEAPER! 
A plan that is BETTER! 


SERIES! 


For the man who has arrived. 


and the man on his way! 


CS 


ALL with incomparable flexibility 


THE 


UN 


Today! Get the facts from general agencies of: 


FOUN DED 185 0 


D STATES 


Jé\NSURANCE COMPANY 


IN THE CITY OF NEW YORK 


$25,000 Minimums on 
great, new term contracts 
$10,000 Minimums on 
permanent contracts 
(Life and 
Retirement Income) 





German Backed Co. 
Licensed In Canada; 
Entering U.S. Later 


Global Life Will Start With Re- 
Insurance; Then to Build 
Direct Writing 


W. PRESTON GILBRIDE MGR. 


Will Reinsure Risks With Gerling- 
Konzern, Large German 
Insurance Group 














German capital is back of a new life 
insurance company chartered by Ontario 
Insurance Department for reinsurance 
operations and which also has applied 
for a license to do direct life insurance 
selling. It will also enter Quebec and 
then build up an organization through- 
out Canada. Move to follow will be 
entering the United States field. 

Global Life will reinsure its risks with 
Gerling-Konzern, second largest insur- 
ance group in Germany. It will also 
reinsure Gerling risks. Gerling head- 
quarters are in Cologne, Germany. An 
affiliate company operating in the Cana- 
dian fire and casualty field is Regal 
Insurance Co. which began underwriting 
a year ago. Canadian headquarters of 
Global and Regal are in Toronto. 


Gilbride Chief Executive 


Chief executive officer of Global Life 
is W. Preston Gilbride until recently 
manager of Great-West Life Assurance 
Co.’s Group operations in Eastern Canada 
and in several Northeastern states of 
the United States. His title will be vice 
president and general director. 

President of the Global is Norman E. 


* Phipps, Q.C., of White, Bristol, Beck & 


Phipps, Toronto. One of the directors 
is Rene Beaudoin, Q.C., former Speaker 
of Canada House of Commons. 


Cos. From 4 Nations in Canada 


Operating in Canada at the present 
time are about 14 British companies in- 
cluding Prudential Assurance Co., Pearl 
Assurance, Royal, Beacon and Standard 
of Edinburgh. About three years ago 
the Holland Life, which is more than 
150 years old, began operations there. 
Another Dutch company in Canada is 
the N. V. Life Insurance Co. of the 
Netherlands, incorporated in 1845. 

The Canadian companies operating in 
the Dominion which are owned or con- 
trolled outside of Canada are Dominion 
Life, control of which has been obtained 
by the Lincoln National; Continental of 
Toronto, owned by the Zurich of Switz- 
erland; Fidelity Life of Regina, recently 
acquired by British interests; Canadian 
Premiere of Winnipeg, financed by Swiss 


capital; Western Life of Hamilton, 
owned ‘by American interests. 


(Continued on Page 10) 
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His sights are 
HIGH 





The John Hancock 

representative knows that 

his only limitations are those he sets 
himself. With the training and 
counsel available to him through 
John Hancock, he develops his 
own talents, expands his own 
goals. He gains a clear view of the 










tremendous opportunities 
that lie ahead . . . in personal 


satisfaction... prestige. . 


financial reward. The John 
Hancock representative 

sets his sights high, true. But 
few men — in any profession — 


have better reason to do so. 


as Se ia 
MUTUALJ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Million 


Dollar 


Round Table 


At Banff 


Springs 
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Davidson For De-Emphasizing Price 


Nussbaum Warns on High Selling of Term and Group; What 
Companies Lead in MDRT Membership; James F. Oates, Jr., 
Speaker; Other Features of Program 


The hope that the life insurance bus:- 
ness will soon de-emphasize price com- 
petition, because of its tendency to dis- 
tract the public from the real reasons 
for buying life insurance was expressed 
by Chairman William D. Davidson, CLU, 
of the 1958 Million Dollar Round Table 
in his report at the traditional breakfast 
session of the MDRT annual meeting. 
The meeting was held June 17-20 at 
Banff Springs Hotel in Canadian Rockies. 

Mr. Davidson, who is associate agency 
manager of the Warren V. Woody 
agency of Equitable Society in Chicago, 
expressed gratification at the 23% in- 
crease in MDRT membership over last 
year's record, bringing the current figure 
to 2,987. 

“The continued growth of this organi- 
zation means an ever increasing number 
of people doing a substantial job and 
receiving a commensurate reward for 
their efforts,” he said. “The only nega- 
tive in the picture at this moment 1s, 
I believe, an overly strong competitive 
tendency among companies. 

“There has been a trend toward seeing 
who can set up the lowest premium and 
the highest cash value, and strong pro- 
motion of this with the insuring public. 
This will tend to divert people’s attention 
from the more important basic reasons 
for insuring—which is to cover their 
need.. I feel sure this is a passing phase 
and truly hope so.” 

Commenting on the increase in mem- 
bership, Chairman Davidson observed 
that the 1958 total of 2,987 is double that 
of four years ago. He said he was also 
greatly impressed by the number of 
younger men who are qualifying. There 
are 804 first-time qualifiers this year as 
against 663 in this category a year go. 
Attending the meeting were 204 of the 
first-time qualifiers. 


Companies Which Lead In Members 


Mr. Davidson announced the first 10 
companies in number of 1958 qualifiers, 
saying that the increases for some of 
them “are nothing short of fantastic.” 
The companies are New York Life with 
420 (an increase of 107 over 1957), North- 
western Mutual 247, Massachusetts Mu- 
tual 191. New England Mutual Life 138, 
Equitable Society 132, Mutual Benefit 
Life 115, Penn Mutual 93, Mutual Of 
New York 81, Connecticut Mutual 78, 
and National Life of Vermont and Pru- 
dential, tied with 73 each. 


Equitable Society President Speaker 


* 

Iy accordance with MDRT tradition, 
the president of the chairman’s company, 
ames I*, Oates, Jr., was a_ breakfast 
Speaker. Mr. Oates stressed the com- 
Plexity and real difficulty of sound life 
underwriting in view of all the problems 
0! business, taxes, and government regu- 
lations. He said that these problems 
Point up the fact that in substance as 
Well as technically, life underwriting is 
4 profession and the agent is entitled to 
8feat respect for his contributions to 
Modern civilization and business life, as 
Well as his allegiance to the highest 
Standards of training. Mr. Oates pointed 
Out that in addition to the other ear- 
Marks of a profession, the one outstand- 
Ng characteristic of a profession is that 
its practitioners are engaged in a public 
Service. 


Nussbaum Deplores Term Selling 


Expressing deep concern about the 
trend toward the increasing sale of 
term and Group coverages as compared 
a permanent Ordinary forms of life 

urance, A, Jack Nussbaum, Massa- 


“husetts Mutual Life agent at Milwaukee 


WILLIAM D>*DAVIDSON 


and immediate past president of Nationa’ 
Association of Life Underwriters, urged 
Round Table members to stress the sale 
of permanent insurance both in their 
own selling and in the tmnfluence they 
exert in the business. 

Mr. Nussbaum was pinch-hitting for 
Albert C. Adams, general agent of John 


Hancock Mvtual Life at Philadelphia 
and president of NALU, who could not 
be present because of a previous engage- 
ment. Mr. Nussbaum pointed out that 
of the $458 billion of life insurance in 
force at the end of 1957, about 40% had 
no “living values,” and that of the $66.7 
billion sold in 1957 about 54% was in 
Group, term and the term portion of 
the family policy. However, he said he 
was not concerned about 1957 but about 
the trend that it appears to indicate. 

“You, ladics and gentlemen,” he told 
his audience, “can do much to solve this 
problem. You are the top salesmen in 
the country. You have the respect of 
the people with whom you do business. 
You have great prestige with your com- 
panies and your agency associates. You 
even have the respect of your competi- 
tors because of your outstanding ability. 

“Let’s be hone.t with ourselves: We 
know that in most cases the prospect 
buys what we recommend. Therefore, 
it stands to reason that if we sold more 
than 50% of term insurance in 1957 this 
could have been cut in half if we had 
so willed it. At age 35 a man can own 
$100,000 of 20-year level term insurance 
for about $750 a year. This means a 
total net payment of $15,000. If most 
men died between age 35 and 55, then 
our companies would either go broke 
or they would have to charge a much 
higher premium. 

“You have it in your power to change 
this trend. It is up to you to sell your- 
self that for most people living-value 
permanent life insurance is the best in- 
vestment they can make. If you are 
convinced that this is so, then please 
believe me when [| say that you owe an 
obligation to the industry to sell the 
idea to your clients, your companies 
and your associates.” 

Mr. Nussbaum recalled that NALU at 
its midyear meeting took a strong stand 
against abuses of the bank-loan type 
of life insurance sale. He said there is 
nothing wrong with life 


any plan of 


What Makes the Outstanding Salesman 


Results of Analysis of MDRT Members, Their Characteristics 
and Methods, Compared With a Group of Potential 
Qualifiers; Merritt Gives “Personality Profiles” 


Traits that distinguish the million 
dollar producer from his seemingly 
similar fellow agent who isn’t selling at 
the million-a-year pace were pinpointed 
for members of the Million Dollar 
Round Table at their annual meeting. 

Dr. Robert L. Kahn, program director 
of the Survey Research Conter of the 
University of Michigan, reported on 
“interviews in depth” conducted with a 
cross-section of MDRT members and a 
like number of potential qualifiers, 
selected as being similar to the qualifiers 
in background, age, etc. 

Francis L. Merritt, CLU, director of 
training of Mutual Benefit Life, gave 
the results of a battery of tests he gave 
to 175 members, which aimed at dis- 
covering the “personality profiles” of 
qualifiers and distinguishing between 
those qualifying in the first few years 
after entering the business and those 
taking 15 years or longer to do it. 

Earls Gives Objectives 

William T. Earls, CLU, general agent 
of Mutual Benefit Life at Cincinnati 
and a past chairman of the Round 
Table, who is chairman of the public 
relations committee, acted as moderator 
and recalled the circumstances that led 
his committee to propose the research 
project. 

“When the public relations committee 
was announced two years ago,” he said, 
“from all sides came suggestions that 
the Round Table would render great 
service to the life insurance industry if 
we. embarked upon a study of ourselves 


to see what we’ve got and what we 
haven’t got and what is transferable and 
what is not, for the general up-grading 
of the industry. They wanted to know 
‘what makes Sammy run.’ This is the 
first official report of the scientific re- 
search project that came into being as a 
result of that original ground-swell.” 

Mr. Earls added that with 
conditions tightening up and the effec- 
tiveness of the “soft sell” a thing of the 
past, “there is a tremendous upsurge 
of interest in learning what the qualities 
of outstanding salesmen are, how to find 
them, and how to make salesmen more 
effective.” 

The Michigan research team used as 
part of its interviewing technique a 
series of “projective pictures” about 
which the interviewee is asked to give 
his reactions. The pictures were de- 
signed to measure the three basic needs 
of the MDRT member and his oppo- 
site number. These are *the need for 
achievement, the need for affiliation, and 
the need for power. 

As was expected, the qualifier scored 
higher on the need for achievement and 
is quite in line with what the researchers 
regarded as the total picture of the 
MDRT member—a self-assertive, highly 
motivated individual who gets a great 
deal of his psychological reward in life 
from the successes he is able to achieve 
and the obstacles he is able to over- 
come. 

However, he scored lower on _ the 
potential need for power. This came as 
rather a surprise to the research team, 


business — 


insurance if it is properly and honestly 
sold. People buy life insurance to pro- 
tect dependents and not because of a 
tax deduction. 

But he quoted from some direct mail 
approach letters that played up the tax 
avoidance angle and he warned that 
this sort of thing can invite legislation 
which might affect the borrower of 
money on life insurance for the ordinary 
and normal purposes. “If this comes 
about, then we can blame no one but 
ourselves,” he declared. ; 

Following the breakfast session, re- 
mainder of the morning was given over 
to a detailed analysis of a hypothetical 
estate planning situation of two business 
associates, followed by recommendations 
for solutions. These included not only 
life insurance recommendations but ad- 
vice covering the sale of corporation 
stock, the bequeathing of stock, the 
making of gifts, elimination of a joint 
checking account, setting up of testa- 
mentary trusts, purchase of Group life, 
establishing a pension plan, increasing 
certain corporate salaries, and the ad- 
visability of increasing the present rental 
income being paid by the manufacturing 
company to the realty company, both of 
which are owned by the principals. 


Case Study Presentation 


The case study presentation, which 
has become a tradition at MDRT meet- 
ings, was handled by Benjamin L. Stern, 
New England Mutual Life, New York 
City; William C. Miller, partner at Los 
Angeles in the accounting firm of Price, 
Waterhouse & Co., and Denis B. Maduro, 
New York City insurance attorney and 
specialist in business insurance and estate 
problems, who is also counsel to the 
MDRT. 

That afternoon there 
simultaneous workshops covering the 
case presentation, with Messrs. Stern, 
Miller and Maduro acting as discussion 
leaders at each workshop in rotation. 

“What Makes Sammy Run?” was the 
title of an eagerly awaited presentation 
Thursday morning. At this session were 
disclosed the results of the two research 
projects sponsored by the Round Table 
on what makes an agent a million dollar 
producer. Moderator was William T. 
Earls, CLU, general agent of Mutual 
Benefit Life at Cincinnati, a past chair- 
man of the Round Table. He heads the 
Public Relations Committee, which made 
the research program a major project. 

Dr. Robert L. Kahn, program director 
of the Survey Research Center of the 
University of Michigan, reported on the 
results of interviews in depth conducted 
with a cross-section of Round Table 
qualifiers and an equal number of poten- 
tial qualifiers. This survey was financed 
by grants from Penn Mutual Life and 


were three 


* Northwestern Mutual. 


Francis L. Merritt, CLU, director of 
training of Mutual Benefit Life, reported 
on tests administered to 175 MDRT 
members to determine personal charac- 
teristics that appeared to correlate with 
high production. 

Social and recreational activities in- 
cluded a golf tournament, a special re- 
ception for first-time qualifiers, the tra- 
ditional past chairmen’s reception, movies 
and a lecture on Canada, and an informal 
entertainment put on by MDRT. mem- 
bers. 

Events of the final day of the meeting 
will be covered in the next issue. 





found it to be quite in 
with the general pattern of 
findings. The MDRT member is not 
simply a power-hungry manipulative 
kind of person. He is not interested 
in pushing people around for the neu- 
rotic pleasure of doing so. He is able 
to be pretty aggressive if such aggres- 
siveness and assertiveness are necessary 
to enable him to achieve the things he 
wants, but he is not interested in power 
for its own sake. The potential members 
score higher on the need for power, 


later they 


but 
keeping 


(Continued on Page 6) 
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Irving S. Bober Joins 
Life Company of N. A. 


HEADS MIAMI, FLORIDA OFFICE 





Long An Active Figure in New York 
Insurance Circles; Member of the 
Bar of State of New York 





Appointment of Irving S. Bober, CLU, 
as manager of the Miami, Florida serv- 
ice office of Life Insurance Company 
of North America has been announced 
by Leland T. Waggoner, CLU, agency 
vice president. Opened June 1, the 
service Office is in the Ingraham Build- 
ing, 25 S. E. Second Avenue. Miami. 

Mr. Bober entered the life insurance 


business in 1937 as agent for the Metro- 


IRVING S. BOBER 

politan Life. He joined Connecticut Gen- 
eral in 1943 and was brokerage super- 
visor when, in 1946, he became an assis1- 
ant manager for The Prudential. From 
1951 until he joined Insurance Company 
of North America, he was a general 
agent in Brooklyn for New England Life. 

Active in various life insurance asso- 
ciations, Mr. Bober is a former secretary 
and member of the board of directors of 
the Life Managers Association of 
Greater New York and a former direc- 
tor and committee chairman of the Life 
Underwriters Association of the City 
of New York. 

He is immediate past president of the 
Brooklyn Life Managers Association, and 
a former chairman of the Continuing 
Education Committee and membership 


chairman for the New York CLU 
Chapter. 
Mr. Bober was a pilot instructor for 


LUTC and holds the association’s senior 
instructors’ plaque given for five or more 
years of continuous teaching. A member 
of the Bar of the State of New York, 
he attended Brooklyn College and holds 
an LL.B. degree from Fordham Univer- 
sity and an LL.M degree from New York 
University. He is married and has two 
children. 
Honored At Dinner 


A group of friends recently attended 
a farewell dinner for Mr. Bober at the 


Candlelight Restaurant in Brooklyn. 
Chairman of the affair was Bernard 
Kooper, Mutual Trust Life. Murray 


Waldman, associate general agent of the 
3urton J. Bookstaver Agency of Security 
Mutual Life, serving as toastmaster, did 
an unexcelled job in this capacity. 
Among those paying tribute to Mr. 
Bober at the dinner were Jack Manning, 
executive manager of the Life Under- 
writers Association of the City of New 
York; Charles Anchell, New York Life, 
newly elected president and Arthur L. 
Sullivan, Fidelity Mutual, immediate 
past president of that association; Ber- 
nard Bergen, Mutual Trust general 
agent; Bernard Eiber, formerly a part- 








Massachusetts Cos. Name 


G. H. Coombs, W. R. Horsley 


Announcement of two new general 
agency appointments has been made by 
Massachusetts Protective Association, 
Inc., and Paul Revere Life. George H. 
Coombs, formerly agent at Fresno, Cali- 
fornia, has been named general agent at 
San Francisco. W. Ray Horsley, of Oak- 
land, California, will succeed Mr. 
Coombs as general agent at Fresno. 

Mr. Coombs has served the Worcester, 
Mass., companies as Fresno general 
agent for the past year. Previously he 
was associated with the Los Angeles 
agency where he had an _ outstanding 
record as a personal producer and 
agency supervisor. 

Mr. Horsley joined the companies in 
1954 as an associate of their Oakland 
agency. Following two years of per- 
sonal production during which he ranked 
*S a national sales leader, he was pro- 
moted to agency supervisor. 





ner in the Bergen-Eiber Agency and 
now in the private practice of law; and 
from the home office of New England 
Life. Merton E. Sayles, director of 
agencies. 


Robert L. Boyd, CLU Kokomo 
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Grand Rapids Carl T. Johnson, CLU: : 
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EQUITABLE LIFE OF IOWA IN 


MICHIGAN and INDIANA 


Whether they’re building motor cars in Detroit, 
racing them on the Indianapolis Speedway, or liv- 
ing quietly in the rural areas, a sizable number of 
people in Michigan and Indiana are insured by 
Equitable Life of Iowa. That’s due largely to the 
efforts and fine insurance service provided by 
these general agents and their agency associates. 
To these men, a salute from the Equitable Life! 


LIFE INSURANCE COMPANY OF IOWA 








basis. 





INSURANCE SALESMEN 


EXCELLENT OPPORTUNITY for three qualified young men, age 
27 or less, with |-2 years of life insurance selling. Two-year Management 
Training Program includes selling in Northern N. J. home office agency 
on salary and commission basis, then field supervision in H. O. Agency 
Depts, and familiarization work in other H. O. departments on salary 


Objective of program is to develop Regional Agency Superin- 
tendents to recruit and supervise own territories. Ultimate assignment 
requires relocation. Send full resume to Box 2617, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 








American United Appoints 
R. W. Graebner in Bay City 


American United Life has appointed 
Robert W. Graebner as agency manager 
in Bay City, Michigan. Mr. Graebner 
has had 12 years experience in the life 
insurance field and is secretary of the 
Bay City Accident & Sickness Asso- 
ciation, 
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Regional Group Manager 

Gereld R. Skogmo has been appointed 
regional Group manager at Detroit for 
Northwestern National Life. 

As regional Group 
manager, Mr. Skog- 
mo’s territory will in- 


clude the states of 
Indiana and Michi- 
gan. His _ headquar- 
ters will be at 53 
3uhl Building, De- 
troit. 

Mr. Skogmo has 


been engaged in the 
Group field since 
1948, gaining his ini- 
tial Group experience 





Gerald Skogmo 
with Northwestern National in the Min- 
















neapolis-St. Paul area. He also has been 
in Group sales work in Pittsburgh and 
more recently in Houston, Texas. 


Carter Leaves N. Y. Life; J 
To Be Agency Consultant} 


Opie R. Carter, regional vice president ™ 
and outstanding field agency executive 
for New York Life retired from 
active service after 47 years with the 
company and will engage in consulting> 


has 


work in life insurance agency building 
with offices at 818 Olive Street, Stf 
Louis. 
: : ip 
Mr. Carter’s unusual experience any 
outstanding record in building FF 
will enable him to offer a unique service & 
to clients. At the time of his retirement 
he directed the field agency operations 
of six field vice presidents and 99 genera & 
offices in 28 states. This was during the ' 
New York Life’s most rapid period Of 
growth in sale.men and field sales mat: f 
agement manpower, physical facilities 
the field and sales volume. ae 
He started with New York Life ™ 
1911 first as a clerk, then as an agent 
He became assistant manager, thet 
progressed through every field manage 
ment position with New York Life- 
manager, supervisor-at-large, inspecto! 
of agencies, superintendent of agencies 
field vice president and regional vice 
president. 


agency 


Thomas W. Craig President 
Los Angeles Managers Asst. 


Thomas W. Craig, general agent 10 
Aetna Life, was elected president of th} 
Los Angeles General Agents and Mar§ 
agers Assn. Other officers are: Fis 
vice president, Thomas G. Murrell, CLL, 
general agent, Mutual Benefit Lith 
secretary-treasurer, Sydney G. Bartouh 
CLU, general agent, Penn Mutual Life; i 
directors, Edward B. Bates, CLU, ge 
eral agent, Connecticut Mutual Lief 
Raph W. Tipping, CLU, general aget 
Provident Mutual; Robert S. Wilkinso® 
CLU, manager, New. York Life. 

Retiring president is Robert L. Woot 
CLU, general agent Massachusetts Mie 
tual Life. 
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“Our 17-year 
association has 
shown us why 
New England Life 
is so prominent in 
the pension field” 


This comment was made 
recently by David Edwards, 
Secretary and Treasurer of 
Struthers Wells Corporation. 
If you're concerned with 
pension business, we be- 
lieve you will be interested 
in the story that’s behind 
his statement. 


N 1941 the forward-looking management of the 
Struthers Wells Corporation saw the value of an 
Employee Pension Plan for salaried personnel. Such 
a plan would help to attract and keep the qualified 
engineers and technicians so essential to the manu- 
facture of specialized products. 


It was fitting that this company, with its long ex- 
perience and highly developed skills, should entrust 
the designing of its pension plan to a company equally 
distinguished in its own field — New England Life. 


The agent who set up the original Struthers Wells 
Pension Trust was Robert W. Brooks, one of our 
early specialists in the development of Employee 
Benefit Plans. He worked closely with company 
management, their attorneys and our own Home 
Office Pension Department. The result was a plan to 
fit the specific needs of the company — providing 
realistic pension income, plus adequate death and 
termination benefits. 





This 2500-ton hydraulic forming press at Struthers Wells is putting “crimp” in 
plate edge, in preparation for forming the plate into a section of giant cylinder. In 
plants at Warren and Titusville, Pa., the company has pioneered for over 100 years 
in the design and manufacture of custom-built metal products. 


Through the years the Plan has grown and been 
modernized along with the Struthers Wells Corpora- 
tion itself. It has continually kept pace with major 
economic developments. And this up-to-the-minute 
supervision didn’t end with the death of Mr. Brooks 
in 1955; another of our capable pension specialists, 
Buckley Hubbard Jr., has continued the high stand- 
ard of alert, comprehensive service. 


It is this continuity of fine service during the past 17 
years that has most impressed Mr. Edwards. We’re 
convinced it’s one of the major reasons why New 
England Life is a leader in the pension field, writing 
the most Individual Policy Pension business year 
after year. 


NEW ENGLAND 
Mal UF Efe oe 
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Report on MDRT Member Research 


(Continued from Page 3) 


perhaps, the researchers feel, because 
they have been less successful and are, 
in a sense, power-hungry. 

On the need for affiliation, the Round 
Table members are slightly lower than 
the potential members, although both 
are well within the normal range. If 
there is any conclusion to be drawn on 
this point, it is that the Round Table 
members are not only more achieving 
but also more autonomous, able to 
operate on their own in a more sus- 
tained and systematic way, according 
to Dr. Kahn. 

Some of Research Results 


Here are some of the research results 
on various specific points: 

MDRT members are more independent 
than other men: If they think their 
companies are wrong, they don’t mind 
trying to get them to change a decision, 
whether it involves a client or the 
agent’s own relations with his company. 
They have learned their business in 
the “school of hard knocks.” They are 
less dependent on their general agent 
in their early training. Later on, MDRT 
members are found to look to their 
general agents for technical information, 
while the non-members look to him for 
sympathy and support. Also, million 
dollar men change companies more read- 
ily if they come into conflict with com- 
pany policies. 

MDRT members like their business. 
They experience special satisfaction from 
the insurance right from the beginning. 
They don’t find anything in the insur- 
ance business that is unpleasant. They 
are pleased with their economic progress. 
They want their sons to go into life 
insurance. They tend to come into the 
business because of their inclinations 
rather than because of needs. They have 
never thought they would prefer some 
other occupation. They depend less on 
other sources of income than insurance, 
than do other life agents. When they 
are critical, they tend to criticize their 
companies, whereas the non-member is 
critical of the business. 

MDRT members are realists: They 
emphasize monetary rewards. They tend 
to stress the business rather than the 
professional aspects of insurance. 

They are varied in their techniques. 
Asked whether they felt it is better to 
work hard on a few prospects or 10 
work on a lot of prospects with less 
concentration, the MDRT men rejected 
the question, saying it was best to do 
both. The non-qualifiers, however, tended 
to choose one answer or the other. It 
was the same with the question on 
whether it is more important to be 
friendly or to be aggressive: The million- 
dollar producers say you have to be 
both; the non-qualifiers tried to make a 
choice. 

The qualifiers know more people at 
their home office by their first names; 
they tend to be active in more civic 
and social organizations, and they are 
not self-conscious about using many of 
the techniques of successful salesman- 
ship. 

Some similarities were found between 
the qualifiers and the non-qualifiers. Both 
groups see “technical information” as 
the item they would most want to pass 
on to a younger friend or son going into 
the business. Both have similar family 
backgrounds, as regards wealth, prestige 
(most of them came from middle-class 
backgrounds), both groups have reached 
a similar level of education training, both 
groups are higher in percentage of mar- 
ried persons than the general U. S. 
population, and both groups agree that 
there is considerable rapport with the 
home office and the general agent or 
manager. % 

Suggestions For Agency Heads 

As a result of the study, the research 

team recommended that agency heads: 
Utilize care in the treatment of 


agents showing independence of mind. 
If they argue and try to buck the 
organizational system they might be 
MDRT members in the making. 

Look for the man who makes a 
confident, good start rather than for 
the man who seeks advice and follows 
instructions too closely. 

Spot the realist who does not apolo- 
gize about being in the business. 

Remember that if you have a high 
producing staff you are also likely to 
have high turnover. 


Dr. Kahn had this advice for per- 
sons wishing to become Round Table 
members: 

Ask yourself how important, satis- 
fying and fulfilling the insurance 
business is to your life. If the answer 
is “very much” you’re moving in the 
right direction. 

Recognize that you are in business 
first and trying to serve humanity 
only second. 

Be nice to your general agent if 
you can but remember not to be 
afraid to assert yourself if and when 
the occasion calls for it. 


Following are high spots of Mr. Mer- 
ritt’s test results and his conclusions: 

The “quick qualifier’—the man who 
takes four years or less to qualify—is 
not a big-case man but averages 150 
or more lives a year in his first six 
years. There is no single thing that 
makes him stand out as compared with 
the slower qualifiers. 

“He has a greater degree of plain, 
everyday self-confidence—belief in him- 
self,” said Mr. Merritt. “He is more 
sociable and he definitely has more social 
aggressiveness with which to motivate 
the unthinking, unthrifty prospects into 
action 


“tic today. He has greater inner 
willingness with which to take turn- 
downs, put-offs, and rebuffs with a 


strong sense of humor and without as 
much loss of personal drive and con- 
tinued effectiveness. 

“All good life underwriters are imagi- 
native and creative but when ideas come 
to this man (the quick qualifier) he is 
non-reflective, much more decisive, and 
he is much less restrained, reserved and 
cautious. His normal tendency is to 
shoot these ideas into action. He is less 
of the intensive good-will builder. He 
is much more the person who is inclined 
to believe that direct reasoning persua- 
sively with a presumably intelligent 
prospect will, on the average, get the 


best results for all concerned. 

“He has other higher-than-average 
virtues: He loves selling. He feels much 
less that it is beneath his subconscious 
dignity. Thus he loves naturally to put 

is true center of emphasis on selling, 
with less of public relations, good-will 
building, joining, atmosphere building, 
and the so-called softer ways of trying to 
get the ultimate sale easier. He has more 
of the inner fire to lead, to mold, to 
convert viewpoints in face-to-face situa- 
tions. He doesn’t need immediate ap- 
proval as much. He fears disapproval 
less. He has a natural thrust into the 
antagonistic and far greater love for the 
mental combat arena.” 

Quick and Slow Qualifier Compared 

The agent who takes 15 years or more 
to qualify tends to place greater empha- 
sis on good-will building, prestige, civic 

(Continued on Page 7) 


Discussions in Room- Hopping Sessions | 


There were 11 room-hopping sessions, 
one of which had four discussion lead- 
ers, with Arthur F. Priebe, CLU, Penn 
Mutual Life, Rockford, Ill., a past chair- 
man of the Round Table, as moderator. 

In introducing the four discussion 
leaders, Mr. Priebe stressed the power 
of example, as exemplified by these men. 
He likened the power of example in sell- 
ing life insurance to what happened in 
connection with climbing Mt. Everest and 
breaking the four-minute mile—as soon 


as one man had done it, others pro- 
ceeded to duplicate the feat in rapid 
succession. 


The first four of the following sum- 
maries were given at the four-in-one ses- 
sion moderated by Mr. Priebe, the re- 
maining quotations being excerpts from 
the introductory remarks of other room 
hosts. 

Joseph Graves, General American Life, 
St. Louis, said that the idea that has 
sold perhaps more for him than any 
other one idea was developed out of 
necessity: 

“Most everyone I called on during my 
first few months in the business, par- 
ticularly those in the ‘blue-collar’ field, 
had more life insurance in their Group 
plans than they carried personally. This 
was quite a stumbling block for me. 

“However, the very fact that their 
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Group represented the majority of their 
insurance programs became an_ asset, 
because I advanced the theory that if the 
company where the man was working 
thought enough of him to share the cost 
or pay the entire cost on a substantial 
insurance program, this should certainly 
be a minimum amount, whether or not 
the employe was working for this firm. 

“Since most Group plans either run 
out at age 65 or become paid up fora 
smaller amount than the face plan, it 
became vitally important to the individ- 
ual to have at least as much permanent 
insurance that would be paid up at age 
65 as he would have under his Group 
plan.” 

The Fact Finding Interview 

Warren S. Griffin, CLU, National Life 
of Vermont, Atlanta, said that in ap- 
proaching men known to have some 
wealth or business interest he seeks a 
fact-finding interview, and if he gets it, 
he makes an appointment for a future 
date and returns with a carefully pre- 
pared analysis. 

“First, I try to shock the man with 
something that might be of interest in 
order to get his attention. In most cases 
I try to interest him in talking to a 
local bank trust officer, my reasoning 
being that the trust officer is completely 
unbiased as to life insurance but is the 
logical man to evaluate his estate. This 
has been very successful for me and 1 F 
have yet to take a man to a trust officer F 
without having that officer recommend 
life insurance. 

“The other avenue I take is if the 
prospect appears immovable because ofa 
close relationship with a good agent of 
company. I congratulate him on his 
excellent choice and then, with the sell- 
ing pressure removed, ask him for refer- 
rals. This has been one of my most 
fruitful sources of referrals.” 

3ernard C. Lewis, Prudential, Newark, 
gets about 60% of his sales from old 
policyholders, 35% through referrals, and 
5% through cold canvass. Moreover, he 
has never written an application that 
was not prepaid. 

“From the outset,” he said, “I thought 
it was normal to get paid when getting 
a prospect to sign an application. It 
all adds up to a positive attitude am 
being practical. I have never asked 4 
prospect to buy that which I don’t fee! 
I would have purchased had I been in his 
position.” 

Explaining how he sells prospects 5° 
they continue to be clients, Robert J: 
Spooner, Equitable Society, Appleton, 
Wis., quoted the following rejoinder he 
uses on prospects who try to fend him 
off by saying they’re not in market 10 
life insurance: 

““Mr. Jones, I’m a very greedy perso. 
If you are ever going to buy any more 
life insurance, I’d like to sell it to yo 
But how can I qualify myself for that 
sale? The only way I know of is © Ff 
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give you some good free service today. 
After all, businesses spend millions of 
dollars in advertising, don’t they? Why? 
They are hoping for future business. Mr. 
Jones, I’m enjoying an excellent business 
today, but I’m going to need new busi- 
ness tomorrow. Why don’t you allow 
me the privilege of helping you now in 
order that I might qualify for your fu- 
ture business ?’” 
Selling Larger Cases 


Irving F. Ash, Mutual Of New York, 
Beverly Hills, Calif., discussed simplified 
selling of larger cases, these being de- 
fined as $25,000 to $200,000 : 

“Trusts are a very important procedure 
but one word of caution is in order. In 
the event securities are placed into a 
trust by the parents for the children 
and the income from this trust is used 
to purchase insurance on the lives of the 
parents, who in this case are the donors, 
be extremely careful, since the income 
used for this insurance is now consid- 
ered reportable income to the parents 
who are the donors of the trust. True, 
the insurance proceeds in the event of 
death of the parents who are the in- 
sureds would pass to the children free of 
estate taxes. 

“Again I would like to caution that 
this is true under the present laws. It 
was not so true a very short while ago. 
It would very easily be that the new 
session of Congress could vote in a 
reinstatement of at least a part of the 
premium payment test.” 

David A. Bardes, Mutual Life, San 
Francisco, discussing estate planning, ex- 
plained his group system of operation, 
which includes an attorney, a C.P.A., an 
investment counselor, a general insur- 
ance broker, an expert estate planner 
and a number of real estate experts. 

Edwin G. Davies, Manufacturers Life, 
Los Angeles (“Open Sesame to the Close 
Corporation”): “You simply address this 
question to your prospect, a stockholder 
in a close corporation: ‘Mr. Prospect 
have you at the present time or is it con- 
ceivable that you might in the future 
have a bank loan for the purpose of 
implementing your working capital ?’ 
Few corporation executives will be in 
the very fortunate position that they 

can answer no to both of these ques- 
tions. Many corporations will have al- 
ready arranged some such loan with a 
bank. Most others will admit that future 
expansion, etc., would very probably re- 
sult in the need for such financial as- 
sistance.” 


Joseph N. Desmon, CLU, Continental 
Assurance, Buffalo, N. Y., explained his 
system of selling pension plans for small 
businesses : 

“I believe that a person can conduct 
a general life insurance business and 
at the same time sell a_ substantial 
amount of pension business without be- 
ing consultant or a so-called specialist 
in the field of pensions. In fact, we 
make a special point of publicizing the 
fact that our business is not limited tu 
pensions because we want our clients 
and prospective clients to know that 
we are equipped to handle all of their 
life insurance needs, both business and 
personal. I have had 25 years experience 
in selling life insurance—pensions have 
been a very important segment for the 
last 15 years, therefore, I know that 
this kind of operation can and does work 
successfully and profitably. ; 

“In the pension field just as in all 
other areas of life insurance selling, it 
is essential that procedures be stand- 
ardized as much as possible in order to 
do a maximum job with a minimum of 
time and effort. This we have done al- 
though we are constantly seeking meth- 
ods to improve our effectiveness.” 

Discussing business insurance for sole 
proprietorships, Z. Willard Finberg, CLU, 
Great-West Life, St. Paul, gave these 
sales motivation pointers: 

“The skip of a few heartbeats may 
mean the windup of a ‘one-man’ business. 

“Life insurance is the best way, almost 
the only way, of adequately safeguard- 
ing the ‘going concern value’ of a sole 
proprietorship. 

“Immediate cash to pay business debts, 
so they do not become family debts.” 

Mark Higgins, Equitable Society, 
Pittsburgh, discussing Group, said: 

“Since our last meeting we have an- 
other new Group coverage which should 
mean lots of business for us—long term 
disability income. This will probably at- 
tract the same attention and start mov- 
ing as rapidly as major medical. The 
Equitable has come out with a new plan 
which will run for a period of disability 
of five or 10 years, or, if so desired, up 
to age 65. These benefits will integrate 
with existing disability plans by 
the benefit-paying period of these short- 
term plans as the waiting period. In 
other words, if they now have an acci- 
dent and health plan with a 26-week 
minimum, the long term disa‘ility would 
Start at the end of the first 26 weeks. 
The amounts will depend upon income 
up to a maximum of around $1,000 a 
month.” 

(Continued on Page 8) 
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activity, club and fraternity connections, 
and a meticulous preliminary job of 
estate planning for each prospect as 
contrasted with the quick qualifier. 

He starts out his first year with a 
third the number of sales. In his sixth 
year he is making half the number of 
sales of his quick-qualifying opposite 
number. He seems to want his pro- 
fessional status to come first, while the 
early qualifier wants his sales to come 
first. 

Mr. Merritt’s study showed that men 
taking seven to nine years to qualify 
could have done so in their fifth and 
sixth year if they had produced the 
number of lives that the earlier qualifiers 
did in the corresponding years after 
induction. Men qualifying in from 10 
to 14 years would have been very close 
to qualifying in their sixth year if they 
had produced the 150 lives characteristic 
of the early qualifiers. 

“Thus it seems reasonable to assume 
that the more modest producing life 
underwriter can join the Million Dollar 
Round Table during the year ahead or 
during his first six years in the business 
if he will consciously attempt to achieve 
a greater personal balance in his pro- 
fessional thinking,” said Mr. Merritt. 
“This balance must include careful 
weighing of personal emphasis in such 
areas as lives, average size of sale, 
prestige building, contacting, interview- 
ing, and the all-important ‘hard-sell’ o1 
persuasive characteristic.” 

Mr. Merritt also stres.ed the factor of 
environment, both agency and company. 
The agencies he studied averaged nearly 
four Round Table members, nearly six 
between $500,000 and a _ mitlion, plus 
another nine men doing from $259,090 
to $500,000, out of an average of 24 men 
under contract. 

Eighty percent of the agents studied 
rated their agency morale either good, 
high, or exceptional, and over 55% rated 
it in the top two categorie.. Only 15% 
gave their agencies a fair or poor morale 
rating. 

Backgrounds Comparzd 


Qualifiers ranked high in their classes 
in high school and college—90% of them 
had completed high school and 80% 
completed college. More than a third 
earned their entire college costs. More 
than half earned from half to all their 
college costs. Fewer than 10% had their 
college education paid for entirely by 
others. Yet while ranking high in 
scholastic grades and earning much or 
all of their expenses, they were intensive 
leaders in extracurricular college activi- 
ties. More than half said they partici- 
pated in leadership “almost constantly.” 

A high percentage, said Mr. Merritt, 
came into life insurance from leadership 
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in school, college, banking, law, account- 
ing, coaching, teaching, general insur- 
ance and many other backgrounds favor- 
able to personal growth. Many were 
forced quite early in life to face the 
problem of being able to master self- 
organization, hard work, and study at 
one and the same time. Long hours of 
work are the rule rather than the 
exception. 

Mr. Merritt reported that the quali- 
fier’s responses to questions tend 
strongly to confirm personality and 
work-interest test responses. Subjects 
were asked to rate themselves, as they 
thought others looked at them, on 
various points. The percentage of quali- 
fiers answering affirmatively was as 
follows: Always an extremely strong 


(Continued on Page 8) 
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Leading a discussion on insuring unin- 
sured profit-sharing and pension plans, 
Alfred S. Howes, Connecticut Mutual, 
New York City, said: 

“There is no direct solicitation, but 
the technique is to induce the client to 
come to the agent. The best original 
sources of clients for pension and profit- 
sharing plans are clients who have pur- 
chased corporate key-man and deferred 
compensation life insurance. 

“They are induced to ask about life 
insurance, as applied to existing trusts, 
by casually teasing them with stories 
about others who have found it to their 
advantage to add life insurance to their 
existing plans. Additional clients are ac- 
quired from the endless-chain method of 
prospecting but with a difference: induc- 
ing the prospect to call me. This technique 
requires continuous reselling and serv- 
icing of established plans by means of 
regular letters distributed frequently. 
The sources of new clients are attorneys 
and accountants who would like friendly 
cooperation of life underwriters.” 

John Mulock, Mutual Benefit Life, 
Clearwater, Fla., discussing what he 
termed the “super split dollar” in de- 
ferred compensation, said: 

“Suner split dollar evolved as part of 
my efforts to get some sex appeal into 
a presentation of deferred compensation 
contracts. I had to find a profit a man 
could enjoy during his lifetime and it 
had to be big enough to compete with 
the expectation of profit that anybody 
has right now if he puts a couple of 
thousand dollars into Florida land. Like 
many happy solutions, this one turned 
out to be simplicity itself.” 

Discussing uses of corporation insur- 
ance in estate planning, Raymond F. 
Tripplett, CLU, New York Life, San 
Jose, Calif., said: 

“When I first started in business, pros- 
pecting was my chief single problem. 
Since then I have solved this problem 
with a referral request that may be 
helpful to some of you. After closing 
a case and completing the service work 
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competitor? 90; Each year trying to 
lead your agency? 90; The leading 
agent of your company? 60; Extremely 
strong competitive “money drive?” 89; 
Fairly critical of the actions of others? 
70; Trying always to win your point in 
discussion? 60; Somewhat of a _ non- 
conformist type? 67; Work and play 


equally hard? 90; Work long hours 
without physical weariness? 85; Very 
high energy and phy.ical drive? 95; 


You join always to lead? 60; Have dy- 
namic, provocative inner tendencies? 70; 
Dislike for passive, clerical-detail rou- 
tines? 90; Seldom give up on a pet idea? 


71; Vocal and fluent in face-to-face 
situations? 92. 
The quick qualifiers average less 


“sociable,” more direct, participate less 
in civic and social affairs than the slower 
qualifiers. Only one-third of the fast 
qualifiers admitted to “very heavy parti- 
cipation” while 75% of those qualifying 
beyond the five-year point gave that 
response, and 87% of those requiring 
15 years or more to qualify participated 
“very heavily in civic and social affairs. 





involved, I say to my client: ‘You can 
see that the type of work that I do for 
a client is extensive and time consuming. 
To be of greater service to my clients, 
I have to rely on them to refer me to 
their friends who might find this com- 
plete service helpful. If you are pleased 
with what has been accomplished for 
you, I wou'd like to have you give me a 
personal introduction or a letter to three 
people who are the heads or principal 
owners of corporations, have a net worth 
of $500,000 or more, and are in reason- 
ably good health.’ 

“This procedure works for me and it 
may work for you if you have a referral 
problem.” 

W. Franklin Scarborough, New Eng- 
land Life, Ridley Park, Pa., said he has 
found that by projecting himself into the 
lives of people for whom he develops 
carefully prepared plans and studies they ° 








RETIREMENT 
PLANNING 





ANNOUNCING 





changing times. 


CS 





Two New Group Plans 


Group Retirement and Group Auxiliary, combining 
retirement income and death benefits. These modern 
group plans provide the business owner’s answer to 
retirement planning today that will meet tomorrow’s 


For the newest look in retirement plan- 
ning — and a complete line of pension 
products, both group and individual, call 
our local office. Connecticut General Life 
Insurance Company, Hartford. 


CONNECTICUT GENERAL 








WANTED 


by fast growing Life Insurance Company 


ASS'T DIRECTOR ot AGENCIES 


An outstanding executive opportunity for an ambitious life 
insurance man to join the Home Office staff of a progressive 
New York Company. Responsibilities include recvuiting and 
development of agencies. Traveling required. Attractive 
salary. Our staff knows of this ad. Write fully to: 


BOX 2618 
THE EASTERN UNDERWRITER 
93 Nassau Street, 
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readily subscribe to his services and will- 
ingly recommend him to others. 


“In the development of my clientele,” 


he said, “I endeavor to meet at least 
one recent college graduate in some field 
of science each week through an estab- 
lished client or friend. I also arrange 
to meet men who have recently been 
transferred into our area. Another 
source of new clients is sons of older 
clients. It is very encouraging indeed 
that so many of my older clients send 
their sons to our office. A very satis- 
factory source of new business is from 
clients recommended by an established 
client.” 

Better to serve his clients, Mr. Scar- 
borough established his own office and 
organization many years ago. He has 
three women in the office and three 
young men. Two of the men are trained 
to develop clients and service them and 
one is in charge of the office. 





Serving 
the 
holders 
of 
2,000,000 


policies 








from coast to coast in North America 


and in 25 other countries. 


$734 Billion Life Insurance In Force 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: Sun Life Building, Dominion Square, Montreal, 


V. R. Goldberg Addresses 


Suffolk Branch Meeting 
CLU, 


agent for Mutual Benefit Life at Hemp- 


Victor R. Goldberg, general 
stead, L. I., was the guest speaker at an 
educational luncheon meeting of the 
Suffolk Branch of the Life Underwriters 
Association of the City of New York 
held this week at the Hotel Patchogue. 
Mr. Goldberg, taking for his topic “The 
Negative Mutual 
covered the dangers and pit-falls in an 


Aspects of Funds,” 
investment program dependent on Mu- 
tual Funds. 

Lambert G. Aloisi, general agent for 
Postal Life in Huntington, is branch 
president of the Suffolk group. 
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Graduates With Honors 


MARTIN ROSENBERG 


Martin Rosenberg, assistant to the 
general agent of the Percy A. Peyser 
Agency, Manhattan Life, New York, 


was awarded the degree of Bachelor of 
Business Administration, magna cum 
laude, at the recent commencement 
exercises of the College of the City of 
New York at Lewisohn Stadium, Mr. 
Rosenberg also received the Fieland 
Award in Finance and Investment which 
is awarded “to the graduating seniors 
with the highest average in Finance and 
Investments.” He also received the Wall 
Street Journal Award awarded “to the 
graduating seniors deemed most likely to 
succeed in Finance and Investments.” He 
attended evening classes at City College. 

Prior to joining the Peyser Agency, 
Mr. Rosenberg was for five years ad- 
ministrative assistant of the 7th Regi- 
ment of the New York National Guard, 
in Which he is a warrant officer. A na- 
tive of New York City, Mr. Rosenberg 
is a member of Beta Gamma Sigma. 


H. de Mena Made Manager 


Colonial Underwriting 


Appointment of Henry de Mena as 
manager of the Ordinary underwriting 
department of Colonial Life was an- 
nounced by Vice President and Actuary 
William C. Brown, : 

Mr. de Mena began his life insurance 
career with the Colonial in May, 1948 
and with the exception of two years 
Service as a sergeant in the United States 
Army, has been a member of the home 
office underwriting department since 
1950. He is currently attending Seton 
Hall University where he is majoring 
in business administration. Mr. de Mena 
is a member of the Institute of Home 
Office Underwriters. 


H. J. Boone General Agent 
Of New Lexington Agency 


Massachusetts Mutual Life opened a 
new general agency in Lexington, Ky. 
and has appointed Hilary J. Boone, Jr., 
as general agent. Mr. Boone will have 
Offices in the Security Trust Suilding 
about July 1. é 

The new Massachusetts Mutual general 
agent is a gradute of University of 
Kentucky where he was a vice president 
of Sigma Chi fraternity. After serving 
= eg in the Army Air Forces 
A hid | II, he entered the life 
; : ; ace eld and has been, active in 
mg hn and Cincinnati area for 
oI = R years, Mr. Boone is treasurer 
a. 3 uegrass Trust and a member 

rans-Allegheny Club, th- Idle 
Chant Club, and the Lexington Rotary 
> as well as of the Keeneland Club. 


R. B. Klager Director 


Agency Administration 


Mutual Of New York has appointed 
Roy B. Klager director of agency admin- 
istration. He will assist L. T. Noel, su- 
perintendent of agencies, in the over- 
all direction of MONY’s new field 
administration division, which is re- 
sponsible for operations of agency 
cashiers and other matters related to 
agency office management. Mr. Klager 


was formerly assistant director of agency 
administration. 

Mr. Klager joined MONY in 1922 as a 
clerk at the Atlanta agency. He trans- 
ferred to Baltimore in 1923 and in 
1943 came to the home office. In 1945 
he was made office manager of the Chi- 
cago clearing house, moving to the Chi- 
cago regional office in the same capacity 
in 1954. He became regional assistant 
for the central region in 1956. He re- 
turned to the home office in February, 
1957, as assistant director of agency ad- 
ministration. 


Provident Opens Group 


Office In San Francisco 
Provident Mutual Life has opened in 
San Francisco a _ regional office for 
Group insurance. Under the direction 
of Regional Group Manager J. R. Mad- 
dock, the new office is located in Suite 
900, 433 California Street. 

Provident Mutual entered the field 
of Group insurance in May, 1956. Since 
August of 1957, regional Group offices 
have been established in Boston, Detroit, 
Philadelphia, Pittsburgh and San Fran- 
cisco. 














































A man who «nows his prospects and the 


a company with the coverage to fill those needs. 
Security Mutual agents certainly have the coverage... complete 
coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust. 
Security Mutual agents are equipped to sell this coverage by training 
programs designed to help them do a bigger, better job; and their work is made 
easier by dynamic sales aids that rea//y help them sell! 
At Security Mutual, we believe the success of our agents is the measure of 





security mutual 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


coverage or opportunities... write 
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' coverage they need... 





our achievement as a company. For information on Security Mutual 


life insurance compan 


80 EXCHANGE STREET, BINGHAMTON, N. Y. 
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Life Co. N. A. Launches 
Six New Coverages 


FIRST MANAGERS CONFERENCE 


President Diemand, Executive Vice 
President Zalinski, Other Officers 
On Meeting Program 





Life Insurance Co. of North America 
introduced six new products at its first 
managers conference at the Benjamin 
Franklin Hotel, Philadelphia. Products 
introduced were: 1) new Guaranteed 
Insurability Benefit, 2) complete Guar- 
anteed Renewable Accident and Sickness 
Program, 3) complete Non-cancellable 
Accident and Sickness Program, 4) 10- 
year Level Term Rider, 5) Renewable 
10-year Level Term Rider, and 6) In- 
sured Security Service Program. 

The Guaranteed Insurability Benefit 
provides options to purchase additional 
amounts of insurance (as many as six 
different times at specified ages) with- 
out new evidence of insurability. The 
six options occur at ages 25, 28, 31, 34, 37 
and 40. The maximum for each option 
date is $10,000 for a possible $60,000 of 
additional life insurance. 


Some of Features 


Major features of the Guaranteed 
Renewable Family Accident and Sickness 
Policy are: It provides a complete acci- 
dent and sickness program for the entire 
family or for an individual in one 
policy; it is guaranteed renewable to 
age 65; it has a level premium based 
on age at entry; it offers flexibility (any 


one coverage or combination of five 
coverages can be selected for the 
family or the individual); it provides 


automatic coverage for new-born child- 
ren; and it assures world-wide coverage. 
The Non-cancellable Disability Income 
Policy offers men three different plans 
for accident and sickness coverage. 

Under the 10-year Level Term Rider 
and the Renewable 10-year Level Term 
Rider a man may purchase, in conjunc- 
tion with a basic life policy, additional 
term insurance in an amount up to two 
and a half times the face value of his 
basic policy to provide maximum bene- 
fits for his family in case of his death 
during the crucial years of establishing 
financial security. 

Life of North America’s new Insured 
Security Service Program enables the 
agent to offer life insurance on the 
payroll deduction plan to employes whose 
employers have approved the plan. 

Also introduced at the meeting were 
the first five units of Life Insurance Co. 
of North America’s training course for 
agents and brokers. In connection with 
this a new simplified programming sys- 
tem was introduced—“Six Steps to Fam- 
ily Financial Happiness and Security.” 

President Diemand, Others Heard 

Highlight of the meeting was an ad- 
dress by John A. Diemand, president of 
Life Insurance Co. of North America 
and of Insurance Co. of North America 
Companies. 

Leland T. Waggoner, CLU, vice presi- 
dent of Life Insurance Co. of North 
America, was in charge of the five-day 
meeting, assisted by Richard S. Cox, Jr., 
CLU, director of agencies. Edmund L. 
Zalinski, CLU, executive vice president, 
set forth “The INA Ambition” at the 
June 6 session. 

Other life company officials who par- 
ticipated in the meeting were Rex H. 
Anderson, marketing vice president; 
Milton F. Chauner, Group vice president; 
Henry W. Cook, Jr., underwriting vice 
president; Leroy Steinbeck, CLU, assist- 
ant vice president; Robert H. Jordan, 
actuary; superintendents of agencies, C. 
Thomas Chandler, Douglas R. Schoen- 
feld, CLU, and Harold E. Stanard; Dr. 
Samuel R. Moore, medical director; and 
Edwin H. Marshall, accident & sickness 


secretary. 
Also on the agenda were Herbert P. 
Stellwagen and Bradford Smith, Jr., 


executive vice presidents of Indemnity 
Insurance Co. of North America and 
Insurance Co, of North America respec- 
tively, and other officers of the INA 
group. 


Elect Morrison President 

J. E. Morrison, vice president and 
actuary, Great-West Life, been 
elected president of Canadian Associa- 
tion of Actuaries. Other officers elected 
follow: Vice president—L. Campbell, vice 
president and chief actuary, Sun Life of 
Canada; secretary—G. K. Fox, executive 
assistant, Imperial Life; treasurer—H. 
G. Johnston, assistant actuary, North 
American Life; and these members of 
the Council: R. E. Munro, London Life; 
G. R. Wallace, Continental of Toronto. 


has 





LOEWENTHAL AGENCY EXPANDS 





Prudential’s Knickerbocker Office Now 
at 1 Liberty St.. New York; 50% 
Ahead in Paid-for for Six Months 


The Knickerbocker Agency of The 
Prudential, headed by Sydney I. Loewen- 
thal, CLU, moved June 18 from 25 Broad 
Street, N. Y., to much larger quarters 
at 1 Liberty Street where space on the 
18th and 19th floors are occupied. This 
expansion is in keeping with the agen- 
cy’s production growth. A gain of 50% 
in new paid-for business has _ been 
achieved in the first six months. 





ATUL 
Available in Long Island 


Life insurance man, H.S.G., 
with ten years of life sales experi- 
ence, interested in company or 
society connection for agency 
development in Queens and Nas- 
sau Counties, L. |. Wire/write 
JOHN FALLON, 224-27 93rd 
Ave., Queens Village, N. Y. 
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BUFFALO ASSN. OFFICERS 
Peter J. Keenan was elected president 
of the Buffalo Life Underwriters Asso- 


ciation at the organization’s recent 


annual dinner meeting and election of 
officers. He succeeds William L. Wads- 
worth. 

Other officers elected for 
terms include Samuel J. Amenta, first 
vice president; Robert G. Tabor, second 
vice president; Wes L. Fodero, secre- 
tary, and Edward B. Marsh, treasurer. 


one year 














End of 1953 
End of 1954 
End of 1955 
End of 1956 
To Date 


LEO SEXTON 
Senior Vice President 


JAMES 














Agency Vice President 


WE SALUTE OUR 
FIELD ASSOCIATES! 


Over $200,000,000 


In Force in Five Years 
of Active Operation! 


we 4; A Fonction au This P rogress 


$29,675,468 


46,659,409 
79,264,707 
127,927,609 


$200,000,000 PLUS 


ee a) 


Write or Wire Concerning Your Opportunity 
In This Dynamic Sales Organization 
Operating Coast to Coast in 32 States 
And the District of Columbia 


JOSEPH M. McCARTHY 
Assistant Vice President 


B. SISKE 


AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fla. 
JAMES G. RANNI, PRESIDENT 








For 
United Sa, 


Call 


Life 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











Arthur Snyder President 
Alfred M. Best Co. 


Arthur Snyder has been elected presi- 
dent and chairman of the board of A. M, 
Best & Co. He has been associated with 
the company for the past 35 years as 
director, treasurer and executive vice 
president. 


Mutual Of New York Opens 
Hawaii District Offices 


Mutual Of New York will resume 
writing new business in Hawaii on July 
1 with the establishment of a district 
office in Honolulu, it was announced by 
Stanton G. Hale, vice president for sales. 
The district manager will be Stanley L. 
Carver, presently assistant manager of 
MONY’s San Diego, Calif., agency. The 
Honolu!u office will operate under the 
supervision of the San Diego agency, 
managed by K. R. Hodgkinson. 

Mr. Carver’s formal installation will 
take place this month at a dinner to be 
attended by the group of Honolulu’s 
business and professional leaders and 
government representatives. MONY of- 
ficials scheduled to participate in the 
program include Louis W. Dawson, pres- 
ident; and Stanton G. Hale, vice presi- 
dent for sales. They will go to Hawaii 
following a series of business confer- 
ences in San Francisco, Berkeley, Seat- 
tle and Los Angeles with the company’s 
leading field underwriters. 





Charles H. Heyl Retires 

Charles H. Heyl, vice president and 
director of agencies of Bankers Life of 
Nebraska, has retired under the com- 
pany’s disability retirement program ac- 
cording to an announcement by G. B. 
Cook, president. Mr. Heyl suffered a 
heart ailment in May 1957 and was 
hospitalized for several weeks. 

In announcing Mr. Heyl’s retirement 
Mr. Cook took particular note of the 
contributions which Mr. Heyl has made 
to the company’s growth since his asso- 
ciation with it in 1939, 





Mutualization Approved 

Confederation Life of Toronto has 
received sanction by the Treasury Board 
of Canada of a by-law providing for the 
company’s mutualization through pur- 
chase of its own stock. 


Global Life In Canada 


(Continued from Page 1) 





Recently, the minority interests of 
National Life of Toronto was _ bought 
by the Glen Falls Insurance Co. of Glens 
Falls, N. Y. A large number of Ameri- 
can companies operate in the Dominion, 
including some of the largest such as 
Metropolitan Life and Prudential I1- 
surance Co. of America, For many years 
Metropolitan Life has had a large Cana- 
dian head office building in Ottawa. 
Prudential Insurance Co. of America has 
its Canadian head office in Toronto. 

One of the largest volumes of business 
in Canada is written by London Life 
of London, Ont., which, although locate 
but 90 miles from Detroit, does not 
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operate in the United States. ‘ 
The amount of life insurance writtet 

in Canada by all companies last year 

was approximately $5.3 billion. 
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Regional Superintendent of 
Colonial in Pittsburgh 


CHARLES R. HONCE, Jr. 


Appointment of Charles R. Honce, Jr. 
as regional superintendent in the Pitts- 
burgh area for Colonial Life of America, 
was announced by Eric G. Johnson, vice 
president. 

Mr. Honce’s new responsibilities will 
include the further development of Colo- 
nial sales primarily with agents and 
brokers doing business with Chubb & 
Son, managers of Federal Insurance Co. 
His territory will include western Penn- 
sylvania and Ohio. He will be located 
at Chubb & Son’s Pittsburgh office in 
the Oliver Building. 

Mr. Honce has been in the life insur- 
ance business for twelve years. His 
background includes a successful career 
as an agent with the Lincoln National 
Life and as a general agent with the 
Paul Revere Life in northern New Jersey 
for the past eight years. 

During World War II, he served as 
navigation instructor in the Army Air 
Corps. 

He is an alumnus of Lehigh University 
where he received a bachelor of science 
degree. He is also a graduate of the 
Life Insurance Agency Management 
Association Management School. Mr. 
Honce is a former resident of Upper 
Montclair, N. J. and is the son of 
Charles R. Honce, formerly assistant 
treasurer of the United States Steel 
Corp. 





Aetna Names Dr. Lawrence 
Assistant Medical Director 


Dr. Raymond W. Lawrence has been 
appointed by the board of directors of 
Aetna Life to the post of assistant medi- 
cal director, effective July 

Dr. Lawrence has been with the com- 
pany in the accident and health depart- 
ment since March, 1957. A graduate of 
W agner College and New York Medical 
llege, he served in the Navy Medical 
Corps and as a resident at the Dart- 
mouth College Medical School Hospital. 
te then practiced medicine in Bellows 
Falls, Vt., for two years before joining 
Aetna Life. 





ROCHESTER ASS’N ELECTS 
Arthur M. Holtman Jr. was installed 
as president of Rochester Life Under- 
Writers As‘ociation at a recent dinner- 
dance. Also installed were Arthur 
aufman, vice president and Edward 
Howarth, secretary-treasurer. The as- 
sociation also elected three directors to 
'ree-year terms. They are Charles 


Wadhams, Hobart Rockwell and William 
imon, 
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We merchandise life insurance...virtually every type 
known, and advanced new forms are on the drafting board. 
Yet we do keep posted on fire and casualty developments. 


If what we hear is true, certain lines are going through 
the wringer. Maybe commissions are getting adjusted. 
Down. 


If any such thing is happening to you, we ought to have 
a heart-to-heart talk. We know that your circle of clients 
has a life insurance potential. Enough to offset all other 
reductions. Maybe much more. 


We know— 


Since 1911, we have been life 
company to general lines men. 


Your 1958 Commissions 
can go up and up! 


Ask for our story. A card or brief 
letter will bring it %Oswald. 


S=> Oswald says, 


“You can cut 
1958 
Commission 
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, Eastern Department 


76 William Street 
New York 5, N. Y. 


Mid-America Department 
310 S. Michigan Avenue 
Chicago 4, Illinois 


Pacific Coast Department 
2975 Wilshire Blvd. 
Los Angeles 5, California 



























2nd V. P. of Prudential 
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FRANK J. HOENEMEYER, Jr. 


Frank J. Hoenemeyer Jr., has been 
elected second vice president in the bond 
department of the Prudential. Prior to 
his election he was exccutive general 
manager in the department and has been 
connected with Prudential and its invest- 
ment activities since 1947. 

Mr. Hoenemeyer is a graduate of 
Xavier University and has a master’s 
degree in business administration from 
University of Pennsylvania. During 
World War II, he was a lieutenant 
colonel in the 9th Air Force. 





Made Assistant Treasurer 
of Continental Assurance 





IRA C. PROUTY 


Ira C. Prouty was elected assistant 
treasurer of Continental Assurance, 
Chicago. He joined the company in 1953 
and formerly was assistant manager of 
the mortgage loan department. 





George H. Hunt Dead 


George H. Hunt, a retired life insur- 
ance executive, died June 10 in Toronto. 
He was former superintendent of agen- 
cies for the Imperial Life Assurance Co. 


He was honorary secretary of the Life 
Underwriters Association of Canada for 
many years. 
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JACK HERLICH 


Jack Herlich has been promoted to 
midwestern superintendent of agencies 
by United States Life. He will direct 
the company’s midwestern agency activi- 
ties from its Chicago office. Assisting 
him will be Ronald Ade, present assistant 
superintendent of agencies. Announce- 
ment was made by John Weaver, execu- 
tive vice president. These new assign- 
ments are the result of a rapid growth 
in the company’s midwest business and a 
desire for even greater expansion. Dur- 
ing the past five years the annual new 
paid volume increased from less than 
a million to ten million dollars. 

Mr. Herlich, following service in the 





Estate Planners Quarterly 


Announces June Features 

How to create surplus funds for life 
insurance via the short term trust is the 
subject of Frederick Keydel’s report in 
the June issue of Estate Planners Quar- 
terly. Mr. Keydel, Detroit attorney, 
points out that a major stumbling block 
to the purchase of life insurance is the 
complaint, “I just can’t afford to pay out 
that much cash each year after taxes.” 
A tax saving trust enables the purchase 
of insurance with tax free earnings. The 
author also provides a formula for esti- 
mating the amount of savings in ad- 
vance. 

I. Meyer Pincus furnishes a “portrait 
of the donee as a young man” in his 
report on gifts to minors in the same 
issue. He examines some of the most 
frequently used gift devices, and the 
gift and estate tax problems that may 
arise. 

Also in the June Quarterly is Sydney 
Winton’s summary of rules and regula- 
tions of Federal income taxation with 
respect to trusts and estates. Don Reap’s 
estate report by letter completes the 
issue. 

Solomon Huber, CLU, editor of the 
Quarterly, urges authors to submit, not 
articles, but actual estate reports and 
actual sales presentations and =  ap- 
proaches, just as they are used in the 
field. 

“While we deviate in our policy occa- 
sionally to permit the inclusion of ex- 
ceptionally valuable reference material, 
such as Sydney Winton’s summary of 
rules in this issue, we want the Quar- 
terly to continue to be a ‘how-I-do-it’ 
laboratory. We invite life underwriters, 
attorneys and trust officers to submit 
their most successful reports.” 

Estate Planners Quarterly published 
by the Farnsworth Publishing Co., Inc., 
of 215 W. 34th Street, New York 
City, is now in its seventh year of pub- 
lication. Subscription rate is $10 per 
year. Lee Rosler is director of publica- 
tions. 





RONALD ADE 


Navy during World War II, taught 
salesmanship at City College of New 
York. He started in the insurance busi- 
ness as an Aetna agent. Later he became 
a field supervisor for a Travelers’ agency 
where the production of the men he 
recruited, trained and supervised showed 
a 30% increase. 

He joined United States Life in 1954 
as its training director. In this capacity 
he developed and installed agency train- 
ing programs. Before his new promotion 
he was assistant superintendent of 
agencies for the New England states 
where he was very successful in re- 
cruiting and developing new agencies. 


























NEW YORK 5, N. Y. 


Robert B. Ackland — 









WE'VE MOVED TO ONE LIBERTY STREET, 18th FLOOR 
Telephone: BOwling Green 9-1920 


Why not call us for information on Life, individual Sickness and Accident, 
Hospital Expense, Major Medical Expense and all forms of Group Insurance. 


KNICKERBOCKER AGENCY 


The Prudential Insurance Company of America 


Sydney I. Loewenthal, CLU, Manager 
Brokerage Managers — 


Alfred W. Friedrich 








R. C. Earl, M. E. Herbst 
Appointed by Travelers 


district Group 
Francisco and San 
Diego has been announced by The 
Travelers. They are Richard C. Earl 
at San Francisco, and Marvin E. Herbst, 
San Diego. Both men are in charge of 
Group activities in their respective 
offices. 


Appointment of two 


supervisors at San 








“In recognition of life underwriting service of 
high quality as evidenced by an excellent 
record of maintaining in force and extending to 
the public the benefits of life insurance” .. . 


National Quality Award 
was granted in 1958 to 
145 Fidelity underwriters 


Eleven of the number have qualified for N.Q.A. 
in each of the 14 years in which the Awards 
have been granted — 39 have qualified for 10 
or more years, and 87 for 5 or more years. 


Congratulations to our 
N.Q.A. winners and appreciation 
for the quality service they are performing 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PHILADELPHIA 1, PENNSYLVANIA 


A WELL-BALANCED COMPANY 


Medical Director Venables 
Retires From Minn. Mutual 


Dr. Alexander Venables, medical direc- 
tor of Minnesota Mutual Life, retired 
June 1, after being associated with the 
company for more than twenty years, 


and heading the medical department 
since 1948, 7 
A 1917 graduate of the Manitoba 


Medical School, Dr. Venables served 
a short time in the Canadian Army, 
coming to St. Paul in 1922 to intern at 
Miller Hospital. He received a_ three 
year fellowship to work at Miller Clinic, 
then joined the clinic as a staff member. 

From 1933 until assuming medical 
director duties with the Minnesota 
Mutual Life, he practiced in St. Paul, 
and served at different times on the 
staffs of Miller, Gillette Childrens’ Hos- 
pital and Wilder Clinic where for twenty- 
five years he headed the Thyroid Clinic. 
At present he is medical advisor to the 
First National Bank of St. Paul. 

A long-time member of the St. Paul 
Curling Club, Dr. Venables was recently 











chosen as outstanding curler for the 
1958 Minnesota Centennial Year cele- 
bration. He is active in many organiza- 
tions, including the Ramsey County 
Medical Society, The St. Paul Clinical 
Club, the Athletic Club and the Osman 
Temple. From 1953-57 he served as ad- 
visor in the Life Insurance Medical 
Research program. 





Rages nas cee 


New Headquarters Planned 
By Agency Management Assn. 


A new headquarters building for the f 
Life Insurance Agency Management As: f 
sociation in Hartford is scheduled for 
completion early in 1959, according 0 
an announcement by Frank B. Maher, 
president of LIAMA and vice president 
of John Hancock, 

LIAMA will lease about two-thirds 
of the space in the new three-story 
building from the owner, John E. Hayes, 
realtor. The new location is on Sigout 
ney Street, just north of Asylum Avenue, 
and within a few hundred feet of the 
present LIAMA building. 

LIAMA’s staff has outgrown the pres 
ent building in seven years, increasing 
in number by about 50%. The number 
of member companies has risen almost a 
dramatically—from 217 in 1951 to the 
current total of 306 affiliates in_ the 
U.S., Canada and 16 other countries. 

The new structure to be built on thre 
levels, will be of modern constructio! 
with year-round air-conditioning. Ample 
parking space will include entrances from 
both Sigourney and Huntington Streets 
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Bergen-Eiber Supervisor 


BERNARD KOOPER 


The Bergen-Eiber Agency of Mutual 
Trust Life has announced that Bernard 
Kooper has become associated with the 
agency Mr. Kooper en- 
tered the life insurance business in 1950 


as supervisor. 


and after a number of years as an out- 
standing personal producer he was ap- 
pointed a supervisor of the Irving S. 
Bober Agency of New England Life. He 
specialized in training of new full time 
men, then expanding his activities to 
include brokers, he built up a successful 
unit of producers. 

After completing the New England 
Life home office training course, Mr. 
Kooper attended both parts of LUTC 
and currently is taking CLU examina- 
tions, having successfully passed three 
parts. A graduate of the New Utrecht 
High School and St. John’s University, 
3rooklyn, School of Commerce, Mr. 
Kooper received his BBA in 1949. While 
in high school he was captain of his 
basketball team and was also a member 


of the football team. 
Mr. Kooper spent 31 months in the 
Army, 21 of them overseas in New 


Caledonia and the Philippines, where he 
took part in the first invasion as a mem- 
ber of the infantry, and received the 
Purple Heart and the Bronze Star. He 
is a past commander of a Jewish War 
Veterans Post. 





Midland Mutual Wins 
Top Advertising Award 


The 1957 insurance trade journal ad- 
vertising campaign of Midland Mutual 
Life won top honors in the annual crea- 
tive competition of the National Adver- 
tising Agency Network. The competition 
Was part of the 27th management con- 
ference of the 30-agency network in 
Montebello, Quebec. A total of 418 en- 
tries in all competing categories were 
submitted. 


Midland Mutual won a Premiere 
Award, the highest of four citations 
given, in the classification, “Service ad- 


vertising in trade publications.” The en- 
(ry was submitted by the company’s 
advertising counsel, Howard Swink Ad- 
vertising Agency of Marion, Ohio. 

The award- “winning series was built 
around the theme, “The Men from Mid- 
land,” and appeared in nine leading in- 
Surance trade magazines. The program 
featured testimonials from successful 
general agents. 

Again in 1958 Midland Mutual's 
trade advertising campaign is running 
in nine publications and carries on 
the “Men from Midland Mutual” 
theme. This year the spotlight is on 
home office functions and personalities. 


Occidental Underwriters 
Mark 25th Anniversary 


Occidental Underwriters of Hawaii, 
Ltd., has just concluded a week of ac- 
tivities celebrating the agency’s silver 
anniversary. The past 25 years have seen 
the Honolulu. headquartered agency 
associated with Occidental Life of Cali- 
fornia, grow into one of the leading 
agencies in the Territory of Hawaii, with 
insurance in force totaling $148,085,937, 
sales during 1957 of $24,381,395, and more 
than 37,000 policies in force. : 

President and founder of Occidental 
Underwriters L. T. Kagawa hosted Occi- 
dental Life President Horace W. Brower 
and Mrs. Brower; Vice President in 
Charge of Agencies William B. Stan- 
nard and Mrs. Stanmard; and Assistant 
Vice President Walter F. Schmitz and 
Mrs. Schmitz who arrived by air late 
last month to participate in the celebra- 
tion, | 

President Brower, along with ‘Actins 
Governor Farrant L. Turner and Agency 
President Kagawa addressed a luncheon 
meeting of more than 300 prominent 
members of the community including 
Kam Tai Lee, Treasurer and Insurance 


Commissioner of Hawaii and Honolulu’s 
Mayor Neal S. Blaisdell. 














We write Guaranteed Issue: 
FRATERNAL and ASSN. GROUPS 
Also Employer-Employe Groups of 
10 Lives or More at True Group 
Rates 


|. ARTHUR YANOFF 


202 W. 40th St., N. Y. C. 18 
LAckawanna 4-4469 





General Agent 
Eastern Life Insurance Co. of New York 





HOME OFFICE: New York, N. Y. 











School Group Elects Bready 


Curtis L. Bready, manager in York, 
for Baltimore Life, was elected chair- 
man of the executive committee of the 
Life Insurance Agency Management 
Association’s School in Agency Man- 
agement conducted at the Wak> Rodin 
Inn, Lakeville, Conn., June 9-20. 


agers and home office executives from 
25 states and Canada, representing 18 
companies. 


THE LEE NASHEM AGENCY 


“The Major League Agency” 


Offers Top Brokerage Service 
with four Supervisors to 
provide field help. 
Specializing in top quality 
Executive business. 
E::tremely high Ist year and 
early cash values 


Ist Year Dividends 
One year incontestable period 
New Split Dollar Pian 
Come in or call and let us show you 


OXford 7-2950 








At- : 
tending the school were 77 district man-_ 








BNL’s plush carpet treatment... 


for General Agents, 





Seattle Public Library 


JUN 24 1958 
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AGENCE Y.~ 


LEE NASHEM 





Equitable Society Helds 
President’s Month Campaig:1 


President’s Month was one of the most 
successful spring sales campaigns ever 
conducted by Equitable Life Assurance 
Society, according to an announcement 
from the company’s New York home 
office. During the month-long selling 
drive, the Equitable fie!d force produced 
a total of $497.3 million in Ordinary busi- 
ness—more than half of it on conditional 
receipt—and $434.9 million in Group. 
Leading agents and unit managers were 
honored by Equitable President James 
F. Oates, Jr., at three-day regional con- 
ventions held in Chicago, Houston, San 
Francisco and Boston. 


During the campaign, which honored 
President Oates, 7,188 members of the 
Society’s field force submitted 63,071 


Ordinary applications while an additional 
448 agents covered employes of 490 busi- 
ness concerns with Group. A total of 
5,862 Equitable representatives became 
Oates’ Club members during the drive, 
5,628 of them by producing five or more 
Ordinary cases, and 234 by qualifying 
through Group sales. Throughout the 
nation there were more than seven 
Oates’ Club members for every ten man- 
power units. 

Leader in the entire sales effort was 
Abraham Harris of Hewlett, L. L, a 
member of the J. V. Davis Agency, New 
York, who turned in nearly half again 
as many Ordinary production points as 
the nearest competitor. During the drive 
he closed 79 Ordinary cases, ranging in 
size from $1,000 to $75,000, for a total 
volume of $1,056,000, all on conditional 
receipt. 

In Group insurance, Harry Pravorne 
of the G. W. Holt Agency, Covina, Calif., 
won highest honors, accounting for 88 
Group case credits during the compe- 
tition. 





Conn. General Advances 


W. N. Berson, G. H. Olinger 

William N. Berson and Gordon H. 
Olinger have been advanced to super- 
intendents of agencies by Connecticut 


General Life, it is announced by Vice 
President Stuart F. Smith. 

Mr. Berson, who has been manager 
of the Cleveland brokerage agency, will 
direct the company’s brokerage opera- 
tions. Mr. Olinger will head the full 
time estate planning agencies. He has 


been an assistant superintendent of 
agencies. Robert N. Fuleihan has been 
named manager of the Norfolk branch 
office. He succeeds Joseph C. Nelson 
who is relinquishing his managerial 
duties to devote full ‘time to personal 
work with clients in estate analysis and 
business insurance. Fuleihan has been 
assistant manager of the Richmond 
branch office. M. Thomas Gaylord has 
been appointed assistant manager of the 
Denver branch office and Charles E. 
Goff is now assistant manager of the 
Evanston branch office. Eugene C. 
Hicks has been named staff assistant 
at the Chicago branch office. 
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NORMAN 
BARASCH 


Manager, Life Department, Walter Kaye Agency 


SAYS: 








“One of the most 
exciting sales 
opportunities in life 
insurance today— 
that’s Eastern’s Execu- 
tive Preferred—Life Paid 
Up at 90 Policy!” 








& 






A well-known life insurance 
executive, Mr. Barasch also 
says: “Our organization is 
having extraordinary success 

with this Policy...the high 
coverage it provides at 
low cash outlay makes it 
ideal for today’s con- 
ditions. Eastern’s many 

Policies and Features— 
Disability Monthly 
Income; insured 

mortgage loans on 
one and two fam- 
ily homes; Parti- 
cipating & Non- 
Participating — 
they f00 help us 

write a larger 
volume.” 
















INSURANCE COMPANY OF NEW YORK 


Home Office: 386 Fourth Avenue, N.Y. 16, N.Y. 
GENERAL AGENCY FRANCHISES AVAILABLE 


Write: 
MURRAY APRIL 


Director of Agencies 












Vice President, Agencies 
Director of Northeastern 


DELBERT DUMONT 


Delbert Dumont has been elected vice 
president and director of agencies for 
Northeastern Life of New York, Mount 
Vernon, according to an announcement 
by Herbert L. Hutner, president of the 
company. Mr. Dumont was formerly 
vice president and a director of the 
Union National Life, a member of the 
American General Group in Houston. In 
1936 he joined National Life and Acci- 
dent as an agent in Houston and re- 


mained with that company until 1954 at 
which time he held the position of man- 
ager of field research and training. 

Mr. Dumont is an active reserve officer 
in the Army, holding the rank of colonel. 





Schmerge With Earls 


Albert G. Schmerge has been appointed 
director of sales for William T. Earls 
agency, Cincinnati, Mutual Benefit Life. 
His territory consists of 29 Ohio coun- 
ties. A graduate of Xavier University, 
a former star football player, he is a 
Life member of MDRT. 





Birmingham General Agent 
Security Mutual Life, Binghamton, 
N. Y. has appointed Clifford®C. Estes 
as general agent in Birmingham, Ala. 
Mr. Estes joined Security Mutual in 
February 1954 as an agent with the 
Lewis C. Adams Agency and in May 
of that year was promoted to district 
manager in Birmingham under the 
South-Eastern Division in Atlanta. 








The third and last of “the Lincoln 
National Life’s conventions being held 
this summer will be at the Grand Hotel, 
Mackinac Island, Michigan, June 26 
through the 29th. Agents from Illinois, 
Indiana, Michigan, Ohio, and Wisconsin 
have been invited. Approximately 200 
agents will be present and total attend- 
ance, including wives and children will 


be around 400. 

The company’s first meeting was held 
June 1 through the 4th at the Americana 
Hotel, Bal Harbour, Miami _ Beach, 
Florida, and the second was at the Lodge 
and Challenger Inn, Sun Valley, Idaho, 
June 15 through the 18th. 

Agents appearing on the program at 
Mackinac will be: Gail L. Shoup, CLU, 
general agent in Grand Rapids; Free- 
man J. Wood, general agent, Chicago; 
Howard E. English, Chicago; Richard 
L. Phillips, Fort Wayne; Robert F. 
Armstrong, Warren, Ohio; Earl C. 
Gehring, Cleveland; Frank W. Whitman, 
Canton, Illinois; Leo C. Mascotte, CLU, 
Fort Wayne; and William A. Pearson, 
Indianapolis. 

Home office men appearing on the pro- 
gram will be: Walter O. Menge, presi- 
dent; Cecil F. Cross, vice president and 
director of agencies; Henry F. Rood, 
vice president and actuary; Willard C. 
Brudi, Henry W. Persons, Jack E. 
Rawles, CLU, and Thomas A. Watson, 
second vice presidents; Charles N. 
Walker, assistant vice president and 
manager of accident and sickness insur- 
ance; Robert A. Jensen, and Robert 
Wehmeyer, assistant superintendents of 
agencies; John R. Williams, assistant 
actuary; Neil L. Rattray, director of 
schools; and Bernard E. Gotta, Jr., CLU, 
regional Group manager. 

Attendance at the Mackinac conven- 
tion will bring total attendance for all 
three conventions to approximately 1,400. 





R. E. Epps Made Director 
Of Agencies Employers 


Boston—Edward A. Larner, executive 
head of the Employers’ Group of In- 
surance Companies, announces appoint- 
ment of Richard E. Epps as director 
of agencies for Employers’ Life of Amer- 
ica, a newly formed affiliate. 

Mr. Epps, a native of Massachusetts, 
is a graduate of the Life Insurance 
Agency Management School. He served 
in the Signal Corps in World War II. 

He was associated with Equitable So- 
ciety in Boston, from 1943 to 1955, first 
as an agent and later as an assistant 
manager. In 1956 he joined the staff of 
Provident Mutual Life in Boston as a 
supervisor. He became associated with 
the Security-Connecticut Life in Janu- 
ary, 1957, as assistant superintendent 
of agencies, later being appointed super- 
intendent of agencies and _ assistant 
secretary. 








| | FAMILY PLAN 
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MORGAN O. DOOLITTLE, 
President 





YES, We Have An All New== 


A FAMILY INCOME RIDER TO 65 
($20.00 per Thousand) 


THE EXECUTIVE POLICY 
($15,000 Minimum—First year cash value) 


GUARANTEED RENEWABLE 
(Health & Accident—Hospitalization) 


We Welcome Your Inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 














EQUITABLE UNIT MANAGERS 

Seven new unit managers have been 
named by Equitable Life Assurance §o. 
ciety. The appointees, and the agencies 
where they have their headquarters, are: 

Alfred A. Aloisi, Jr. (Felix Zaremba, 
Manhasset, N. Y.); Alexander Mc. 
Kellar, Jr. (Joseph Orshan, Brooklyn, 
N. Y.); Andrew A. Skilling (Laurens F. 
Bruno, Boston, Mass.); Michael Y. 
O’Connell (Warren V. Woody, Chicago, 
Ill.); James S. Burger (E. C. Hodder, 
Albuquerque, N. M.), and Burt G, 
Gilner and Leonard Monoson (both Rob- 
ert M. Andrews, Sherman Oaks, Calif), 








THINK... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 
WHY are your renewal commis- 
sions for low lapses the same 


as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


2 WHY is All American Life & 
Casualty Company, having 
started writing Life Insurance 
in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 


all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
Lie O Casually 


















fol Ley Vere) Dompany 





General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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Franklin Life Has $30 Million Day 





Left to right: Vice President & Director of Sales Promotion F. J..O’Brien; 
Vice President Chas. Becker, Jr.; Senior Vice President J. V. Whaley; President 
Chas. E. Becker; Vice President & Director of Agencies Allen V. Dowling; and 


Director of Sales James R. Maloy. 


On June 9 field men throughout the 
national organization of Franklin Life, 
Springfield, Ill, set an all-time high 
record of sales produced in one 24-hour 
period. Reports telephoned and _tele- 
graphed in by regional managers and 





Steinberg Associates Sets 
All-Time Agency Record 


Delivering more than 2 million of new 
business in May on 76 lives, Steinberg 
the downtown agency of 
Massachusetts Mutual Life, broke its 
previous all-time production high for a 
single month by 68%, B. William Stein- 
berg, CLU, general agent, announced. 
The established record of $1,216,000 was 
only set the previous month. 

Herbert Hamberger and Harold K. 
Heyer led the agency during the record- 
breaking month. Both are in their first 
year with the agency. Mr. Hamberger, 
previously an accident and health special- 
ist, joined the agency in May 1957. Mr. 
Heyer was appointed brokerage super- 
visor of the agency’s Jamaica district 
office in January of this year. 

The agency, established from scratch 
June 1, 1952, ranked 87th in the com- 
pany in 1952. It currently is 15th of 
the company’s 101 agencies. Specializing 
in estate planning, business insurance 
and advanced underwriting, the agency 
has exceeded its total 1957 production in 
the first five months of 1958. Less than 
10% of the year’s volume is Term in- 
surance and the average premium ex- 
ceeds $32 per 1,000. 

Primarily a full-time organization, the 
agency has recruited 24 men since it 
was established, all of whom are still 
with the company—a record of 100% 
Manpower retention. However, tne 
agency has also attracted substantial 
brokerage volume with its facilities and 
methods in solving estate planning and 
business insurance problems. Current 
Production is about equally divided be- 
tween full-time and brokerage sources. 
Mr. Steinberg has taught estate plan- 
ning for the School of Insurance for the 
last five years and last December was 
co-author with Stuart A. Monroe of 
Practical Property Planning—A Work- 
book of Estate Planning for the Life 
Underwriter.” Edward L. Berger, CLU, 
1S assistant general agent and Louis 
Shottland, the brokerage supervisor in 
the Manhattan office. Allan E. Kaplan, 
LU, is district manager of the agency’s 
amaica office. 


Associates, 





general agents throughout the following 
day totaled an unprecendented $30,478,- 
000. 
paign of maximum effort as a birthday 
tribute to Senior Vice President J. V. 
Whaley. 

Typical of the enthusiastic effort 
throughout the organization was the 
report from a representative in Georgia 
announcing his first- sale of the day 
made at three minutés after midnight 
on Sunday night, and his last sale at 
11:45 p.m. Monday night. His total for 
the day was ten completed sales. 

The highest previou; one-day record 
established by Franklin agents was in 
January, 1957, when they produced a 
maximum of $27,000,000. Monday’s 
volume topped this by over $3,000,000. 


The occasion was a 24-hour cam- 








A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 


11 West 42nd St., New York 36 
Telephone: Wisconsin 7-8266 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 














HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 














Murry Greenberg Addresses 
Brooklyn Jewish Men’s Club 


Murry Greenberg of the Lee Nashem 
Agency, Mutual Benefit Life, New York, 
recently addressed the Brooklyn Jewish 
Men’s Club. Taking for his topic, “You 
and Your Estate,’ Mr. Greenberg 
recommended a periodic review of the 
family’s finances, review of the insur: 
ance and investment portfolio, bringing 
the will up to date, and seeing to it that 
personal files have kept pace with per- 
sonal progress. 

Mr. Greenberg told his audience that 
when an estate is carefully planned 
there will be on hand, funds for last 
expenses, mortgage repayment, emer- 
gency or opportunity funds, income for 
family, educational funds for children, 
and lifetime income for the wife. 

Mr. Greenberg also recommended tak- 
ing advantage of settlement options, 
Group life, Group health and accident 
and Group hospitalization. Professional 
men, he believes, should take advantage 
of Group health and accident coverage 
and non-cancellable health and accident 
coverage should be included to keep the 
program going in the event of disability. 

Associated with the Nashem agency 
since 1952, Mr. Greenberg has an im- 
pressive production record. Last year he 
paid for approximately $600,000 life 
business and was named “Man of the 
Year” by the Nashem Agency and by 
Mutual Benefit’s home office. He has 
qualified for the National Quality Award 
for five successive years. 


Connecticut General Makes 


Field Brokerage Changes 
Connecticut General Life has an- 
nounced nine appointments in its field 
brokerage organization. William R. 
Harrington has been named assistant 
manager of the Milwaukee brokerage 
agency and Ray W. Brown is now as- 
sistant manager of the New Orleans 
brokerage agency. 

Appointed brokerage consultants are 
J. Sidney Brown and Carter R. Crews, 
both with the New Orleans brokerage 
agency; Robert K. Cambier at the Chi- 
cago brokerage agency; Paul A. Haber- 
bush and Jere G. Oren, both at the 
30ston brokerage office; Kenneth L. 
Bazzle in Charlotte, N. C.; and Raymond 
G. Forgays at the John St. office in 
New York City. 


JOINS OCCIDENTAL OF CAL. 

Robert L. North has been named as- 
sistant manager in the Chicago (La Salle 
Street) branch office of Occidental Life 
of California. Mr. North joins Occiden- 
tal after being associated with New York 
Life since 1954. 


New Home Office Bldg. for 


Farmers and Traders Life 
Farmers and Traders Life Insurance 
Co., Syracuse, N. Y., will move into its 
new home office building July 7. Address 
will be 960 James Street, Syracuse. 
Formal dedication of the building will 
take place September 16. 











ALVIN WOLFF, GenerAt AGENT 
IN NEw York City, “More and 
more independent brokers are 
discovering the competitive ad- 
vantages of these two policies.” 


IsT IN A SERIES INTRODUCING PosTAL’s 
LEADING GENERAL AGENTS. 


STAL LIFE 


511 FIFTH AVENUE NEW YORK 17, NEW YORK 
GEORGE KOLODNY, President 


"No wonder Brokers like these policies {" 


NEW “EQUITY BUILDER” — specially designed for split- 





dollar, corporation owned insurance, loan financed 


plans and similar sales. 
$40,000 minimum 


High first year Cash or Loan values! 


Endowment at 90 


NEW “EXECUTIVE SPECIAL” — our low net cost special. 





$15,000 minimum — Whole Life at 90 


Both policies have these features: 





Full range of liberal Settlement Options! 
Written Sub-standard to 500%! 

Low premium—participating! 

Family Income and Term Riders can be added! 
Issue ages 10-70! Competitive net costs! 


Commissions are high! 





“Equity Builder”—35%, nine 814%! 

“Executive Special”—55%, nine 5%! 
Renewals are fully vested! No minimums, no penalties. You can 
qualify for free Group Insuranée and continuous service fees! 
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President Women’s Assn. 


MARTIN 


EDITH L. 


secretary 
Indian- 


Martin, assistant 
Travelers Life of 


president of 


Edith L. 
of American 
apolis, has been elected 
the Life Insurance Women’s Association 
of Indianapolis. 
National 
and is the 

Association 


This group is affiliated 
with the Association of In- 
surance Women 
in the National 
exclusive membership in the life insur- 


only group 


with an 


ance field. 
Miss Martin is 
phases of insurance 


experienced in all 
having been asso- 


ciated with a general agency handling 
fire, casualty and life coverages. She 


associated as a junior 
the Ziff-Davis Publish- 
Chicago, and was 
Bob Denton’s in Los 
Angeles. She has served American 
Travelers in an official capacity for the 
past two years and has been active in 
the Crossroads Toastmistress Club of 
Indianapolis. 


was formerly 
executive with 
ing Company of 
office manager of 





Reception and Dinner for 
Executive Secretaries 


Executive secretaries of state and local 
units attending the annual convention of 
the National Association of Life Under- 
writers in Dallas, will be honored with 
a reception and dinner. This is an- 
nounced by Lester O. Schriver, NALU 
managing director, who said the execu- 
tive committee voted recently to have 
NALU give the dinner as a _ special 
tribute to the executive secretaries. The 
LUTC will be host at the reception pre- 
ceding the dinner on Tuesday, September 


9. 

Ann Bickerton, NALU director of 
field service, is polling the approximately 
100 executive secretaries in the NALU 
network on whether they prefer to have 
an Executive Secretaries’ Workshop fol- 
lowing the dinner, 





Bankers of Iowa Gains 

New Ordinary business issued and 
paid-for in Bankers Life of Des Moines 
for the month of May amounted to $23,- 
118,413, an increase of more than $3% 
million over the same month last year. 
Combined with Group sales of $6,946,081 
for the month, total production for May 
reached $30,064,494. 

Production for the first five months 
of 1958 totaled $169,296,280. Of this 
total $96,431,608 was Ordinary insurance 
and $72,864,672 Group insurance, 

Total life insurance in force in Bank- 
ers Life had reached a new high of 
$3,085,774,489 by the end of May. Of 
this amount $1,764,742,282 was Ordinary 
and $1,321,032,207, Group in- 


insur: ince 
surance, 





United Life Announces 


Small Group Insurance 


A new Group life insurance plan de- 
signed to meet the needs of small busi- 
nesses with 10 to 24 employes has been 
announced by United Life and Accident, 


death and 
benefits are 


Concord, N.H. 
dismemberment 
also available with the plan. 

United Life’s small business Group 
life insurance makes available a_ selec- 
tion of three plans: Flat Amount sched- 
ule, Salary schedule, and a two-schedule 


Accidental 
insurance 


plan for male and female employes. Ac- 
cidental death and dismemberment in- 
surance is offered on a standard 24 hour- 
a-day basis, or on a_ non-occupational 
basis. 

The conversion privilege is included 
and insurance continues in force during 
total disability of employe without pre- 
miums if employe has to terminate em- 
ployment due to total disability before 
age 60. Evidence of insurability is re- 
quired if employe is 60 years of age or 
older, or in some cases where larger 
amounts of insurance are desired. 





For the 
‘Senior 
99 
Partner 


GUARDIAN'S 


PR-85 


For the client over age 50 — either an 


individual or a principal in a business insurance 
Case — GUARDIAN’S Preferred Risk 85 is an 


attractive buy —low premiums, high 
dividends, high cash values. 


And if the insurance is needed for business or 


tax purposes, the flexible provisions of 


GUARDIAN’S modern contract — such as the 
right, where owner is beneficiary, to name a 
new beneficiary within 90 days after the 


insured’s death — provide many 
important advantages. 





General insurance brokers and surplus writers are cordially 


invited to call the nearest Guardian manager for full in- 


formation, or write... 


The GUARDIAN Life Insurance Company 
OF AMERICA 


LIFE @ ACCIDENT AND HEALTH @ GROUP 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 












Killea Agency Appoints 
Meehan Brokerage Manager 





WILLIAM C. MEEHAN 


William Jj. Killea, CLU, manager of 
State Mutual’s agency at 90 Fulton 
Street, New York, has announced the 
appointment of William C. Meehan as 
brokerage manager. Mr. Meehan, a 
graduate of St. John’s University, joined 
the Killea Agency as a personal director 
in 1954. He was formerly with Bankers 
Trust of New York. 

A member of the Life Underwriters 
Association of the City of New York 
and two-time National Quality Award 
qualifier, he has completed advanced 
courses in life and disability insurance. 





J. B. Blandford Retired 


J. B. Blandford, vice president and a 
director of W ashington National, Evan- 
ston, Ill, is now retired and living in 
Florida. His active business career 
spanned more than 44 years in the in- 
surance business, of which nearly 35 
were with Washington National. First 
employed as a district clerk for Metro- 
politan, Mr. Blandford held various field 
and clerical positions with that com- 
pany. In 1923, he joined Fidelity Life 
and Accident of Louisville, which merged 
with National Life of the U.S.A. and 
Washington Life and Accident in 1926. 

Since then, his service with Washing- 
ton National has included the following 
positions: assistant to the late Curtis 
P. Kendall; manager of the eastern 
division; second vice president of the 
eastern territory; a member of the 
board of directors in 1944; and_ vice 
president, Industrial department, 1949. 

Activities closely associated with his 
business career, included memberships 
in the Life Insurance Agency Manage- 
ment Association and the Illinois State 
Chamber of Commerce. ; 

Mr. Blandford’s home office associates 
held a special luncheon in his honor at 
Evanston’s Georgian Hotel. Besides the 
many congratulations for his part in 
building the company’s district agency 
department, he received a gold watch 
suitably inscribed. 


Take Chest X-rays 


Pan-American Life employes number- 
ing 450 received chest x-rays at a mobile 
unit of the New Orleans Health De- 
partment this month. The program, ini- 
tiated by R. L. Hindermann, vice presi- 
dent, public relations, Pan-American, an¢ 
Dr. R. C Voss, vice ‘president and medi- 
cal director, has been in operation three 
years. Dr. Voss said: “We hope that 
through our participation in the city’s 
Health Department’s tuberculosis pro- 
gram and similar prophylactic campaigns 
we will encourage ethers to do likewise. 
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Marks 35th Anniversary 
With Washington National 


Eugene L. Ray 


JAMES F. RAMEY 


James F. Ramey, chairman of the 
finance committee of Washington Na- 
tional Insurance Company, recently ob- 
served his 35th service anniversary at 
special ceremonies held in the home 
office in Evanston, III. 

When Mr. Ramey joined one of Wash- 

ington National’s forerunner companies, 
Fidelity Life and Accident of Louisville, 
as the secretary in 1923, he resigned the 
position of Insurance Commissioner for 
the State of Kentucky. In 1926 he became 
vice president and secretary of the then 
Washington Fidelity National and ad- 
vanced, in 1938, to executive vice president 
and secretary of Washington National. He 
relinquished these latter duties on Janu- 
ary 1, 1951, but continued with the com- 
pany in his present capacity as chair- 
man of the finance committee. He also 
serves as a director of the company. 
Although Mr. Ramey was honored for 
35 years of service to Washington Na- 
tional, his total number of years in the 
insurance business added up to 58 this 
year. 
_ Early business ventures of Mr. Ramey 
included teaching school, managing a 
merchandising-timber development, and 
serving as a salesman, banker and farm- 
er. He was also active in politics, having 
served as chairman of the State Speak- 
ers Bureau of Kentucky, member-at- 
large of the State Central Republican 
Committee, and a member of the staff 
ot Gov, Augustus E. Willson. He now 
isa Kentucky Colonel. 





A. A. Windecker’s New Post 


Appointment of Arthur A. Windecker 
as associate actuary on the staff of senior 
vice president and chief actuary Walter 
Klem as announced by James F. Oates, 
it President of Equitable Life Assur- 
ance Society. In his new assignment 
Mr. Windecker will provide staff assist- 
ance on problems related to Equitable’s 
Msurance operations. Included in_ his 
duties will be preparation of special 
reports on many of the new and un- 
usual problems which confront the life 
Msurance business today. 
hang Windecker has been manager of 
ie, Society's underwriting department 
Since 1953. Before that he was. assist- 
‘nt actuary of The Prudential. A gradu- 
ate, cum laude, of Harvard University 
of Mr. Windecker was a member 

_*hl Beta Kappa and also attended 
Seed Law School for one year. He 
pel pew of the Society of Actuaries 
oa a served on the joint education 
mod Xamination committee of that pro- 
a body. He is also a member of 
peo Sd Office Life Underwriters As- 
that os n and is currently the editor of 

ganization, 





Assistant Secretary TIAA 


John Glover has been appointed assist- 
ant secretary of Teachers Insurance and 
Annuity Association and its companion 
organization, College Retirement Equi- 
ties Fund. 


Mr. Glover was first employed by 
TIAA-CREF in 1955 and has served 
successively as settlement assistant, 


assistant supervisor, and supervisor of 
the policy benefits department. 








LIFE INSURANCE 
PURCHASED ON 


RENEWALS: coursstz ssi 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. Plaza 3-2826 








Group Life 
Insurance 









A 


=~ fg perfected by the WASHINGTON NATIONAL, Creditor 


W ls Good for Your Community 


v 
wy ls Profitable for You! 


Is Good for Your Clients 


Group Life Insurance becomes an integral part of all Consumer 


Credit transactions—providing security and peace of mind for your clients and 


Hs Paspoves are B ically 
Three fold 






Protection for the Creditor—in that he has complete assurance that the total insured outstanding in- 

debtedness will be paid in the event of his client’s death. The Creditor is relieved of the unwelcome 
task of requiring payment from his client’s family, any endorsers or c6-makers, or repossessing any col- 
lateral, all of which often require tiresome and expensive litigation. © 








In a short span of 
years, Washington Na- 
tional has become one 
of the leading multiple-line personal pro- 
tection institutions writing Life, Accident, 
Health, Hospitalization, Franchise and 
Group Insurance. It is in the top 10 per- 
cent of companies in Life Insurance in 
force, and one of the largest legal reserve 
stock accident and health companies in 
premium income. Its courteous and efficient 
service is rendered to more than 4,000,000 
policyowners. : 


ones who freely guarantee the integrity of 
Insurance removes a major hazard facing an Endorser or Co-maker. 


building good will for your organization in your community. 




















about selling Creditor Group Life Insurance 
and the marvelous opportunity it presents in 
increased earnings for me! 





(1 Have your Field Supervisor contact me at the address shown below 


O) Send further details immediately 


NAME 








LOCAL ADDRESS. 


CITY. ZONE STATE__ 





OFFICE PHONE. 


WASHINGTON NATIONAL INSURANCE COMPANY 





EVANSTON, ILLINOIS 


Protection for the Debtor—as well as his Family or Estate, in providing the one sure way that 
any insured outstanding indebtedness will be paid in full in the event of his death. The bereaved. 
family knows they will not be called upon to meet the monthly payments and any pledged collateral 
is released to the family, where it rightfully belongs, instead of being repossessed or sold at a loss. 





Protection for Endorsers and Co-makers—who are so essential to many desirable credit transactions 
and whose good will is to be fostered _ all credit organizations. The Endorsers and Co-makers are 
e Debtor, if he lives to repay the debt. Credit Group Life 
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President Medical Section 


DR. JOSEPH TRAVENICK, Jr. 


Dr. Joseph Travenick, Jr., was elected 
chairman of the Medical Section of 
American Life Convention at the annual 
meeting at Broadmoor Hotel, Colorado 
Springs. Dr. Travenick is medical direc- 
Life of California. 


tor of Occid ntal 

Last year he served as vice chairman 
of the section. Dr. Travenick succeeds 
Dr. John E. Boland, medical director 


of Country Life, North American Acci- 
dent, Central Standard Life, Globe Life, 
and the Catholic Order of Foresters, all 
of Chicago. 

Other officers elected were: Vice 
Chairman—Dr. James H. Ready, medical 
director of General American Life, St. 
Louis; Member, Board of Managers— 
Dr. W. H. Scoins, chief medical director, 
Lincoln National Life, Fort Wayne, Ind.; 
Program Chairman—Dr. Paul H. Lang- 
ner, Jr., medical director, Provident Mu- 
tual Life, Philadelphia. Dr. J. R. B. 
Hutchinson, vice president and medical 
director of Acacia Mutual Life of Wash- 
ington, D. C., was reelected secretary of 
the iMedical Section. 

The new chairman, Dr. Travenick, has 
been a medical director for the past 26 
years, and he has been with Occidental 
Life of California for the past 18 years. 
He has been active in the Medical Sec- 
tion of the Convention, serving as pro- 
gram chairman in 1955, and as a member 
of the Board of Managers in 1956. 





Union Labor Life To Open 
Western Division Office 


Edmund P. Tobin, president of Union 
Labor Life, New York, announced plans 
to open the company’s western division 
office in San Francisco on July 1. 
ULLICO opened its first branch office in 
Los Angeles in 1956. The following year 
a second office was opened in Seattle. 
Its third office started operations earlier 
this year in San Francisco. Thus the 
company’s steady growth and expansion 
on the Pacific Coast has necessitated the 
opening of a regional office from which 
ill the company’s operations in that area 
will be administered. 





LUTC Trustees Meet 

The board of trustees of LUTC met 
recently in Washington, D. C. with Pres- 
ident Richard N. Lewis, CLU, vice pres- 
ident and agency director, Great Na- 
tional Life, Dallas, presiding. Present 
in addition to the members of the LUTC 
board and executive staff were Albert 
C. Adams, president of National Asso- 
ciation of Life Underwriters, Dr. Davis 
W. Gregg, CLU, president of American 
College of Life Underwriters, Steele C. 
Mackenzie, vice president, Dominion 
Life, Waterloo, Ontario, Canadian rep- 
resentative to the board. 





NEW POST FOR KARL DAVIES 


Becomes Manager of Underwriting De- 
partment of Equitable Society; Har- 
vard University Graduate 
Karl M. Davies has been appointed 


manager of underwriting department, 
Equitable Society. A graduate of Har- 
vard University he joined Equitable 18 
He 


has been in the Group annuity bureau, 


years ago in actuary’s department. 


mathematical bureau and policy forms 
bureau, heading the latter until early this 
year. In March, as an associate actuary, 
he was transferred to staff of Walter 
Klem, senior vice president and chief 
actuary. In his new position, Mr. Davies 
will serve directly under William E. 
Walsh, vice president. 

A veteran of World War II Mr. 
Davies was five years with the Army 
attaining rank of major. Married to 
the former Isabelle Whitehurst, they 
have three children. 


Appoint D. Donald Hoexter 


Central Standard Life Agency Direc. 
tor, Robert O. Shepler, CLU, announces 
the appointment of D. Donald Hoexter 
of Birmingham, Mich., as Central Stand- 
ard general agent heading operations of 
the company’s Eastern Michigan agency 
at Birmingham. A graduate of the School 
of Business Administration, University 
of Michigan, he entered insurance in 
1949 as supervisor of sales promotion for 
The Maccabees in Detroit. 





ROBERT A. SCHENKELBERG was named Cleveland General Agent for the Berkshire Life in 1954. He entered the business as an Agent 
in 1940. After four successful years of personal production, he was made a Supervisor and in 1946 he became a Manager, 


... before it’s even developed, simply by taking a man’s 
sales ability for granted. Berkshire’s field management 
takes nothing for granted...in equipping its agents to 


meet every kind of salés situation.” 


mi Cereye! 
sales talent 
can be 
destroyed... 





“I’ve heard new Berkshire agents praise the effectiveness of 


their basic training.” 


“That’s only the beginning! Berkshire’s training program 
never ends. It utilizes the most modern audio-visual tech- 


niques — including motion pictures that simulate actual 
sales conditions—to develop and maintain peak sales ef- 


ficiency. Coupled with basic through advanced texts, it’s 


hard to beat.” 


“That certainly sounds like a terrific program. And it makes 
good sense! I know from experience that it takes more 





than text-book learning to make a successful salesman.” 


“Berkshire’s training people learned from experience, too! 

They know the value of training, effective and continuing 

supervision, and how it affects a salesman’s income. That's 
why I’m convinced today Berkshire pre 
sents the greatest potential for personal 
growth in the industry!”’ 


ERKS HIRE 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President | 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY ° 188! 
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Geiger Agency Supervisor 


MARVIN D. SCHACHTER 


The Glenn G. Geiger Agency of New 
England Life has announced the appoint- 
ment of Marvin D. Schachter as super- 
visor. Mr. Schachter is well versed in 
all phases of life insurance as well as 
accident and health insurance and he has 
many insurance courses to his credit. 

He is a graduate of Long Island Uni- 
versity and attended Brooklyn Law 
School. He is presently on the board 
of directors and was tormer publicity 
chairman of the Hudson County Chapter 
of the National Association of Life 
Underwriters. Mr. Schachter resides 
with his wife and daughter in North 
Jergen, N. J. 


Pan-American Announces 
Production Award Winners 


Kenneth D. Hamer, vice president and 
agency director, Pan-American Life, New 
Orleans, announced the names of win- 
ung agencies in the company’s 46th an- 
nual president’s month campaign. This 
year’s campaign, honoring President 
Crawford H. Ellis, produced new busi- 





| by the P. L. 





¥ the average 






ness exceeding $27,000,000. Theme of 
the 46th annual campaign was a “Sales 
Spectacular” with the competing agen- 
cles divided into three groups. All 
agents had to meet certain quotas to 
receive honors. All general agents were 
eligible to compete. 

Winner of the President’s Plaque in 
class AAA was C. G. Hinkle Agency, 
Phi adelphia. The L. W. Ginter Agency, 
Chicago, was in second place, followed 
McKenzie Agency, Alex- 
andria, La. The winning agency ex- 
ceeded its quota by 331%. 

_ The Harry Lebowitz Agency, Wash- 
ington, ID). C., received a plaque for first 
place in class AA competition, exceeding 
Its quota by 387%. The L. C. Miller 
| Agency, Louisville, was in second place 
and the L. M. Lowery Agency, Lake 
harles, La., was in third place. 
Recipient of the class A plaque was 


the N. EK. Harrison Agency, Tampa. Sec- 
} ond place winner was the S. P. Zardus 


| Agency, Somerville, N. :. 

the Ralph Hayes Agency, 

| Florida. 

Competition in class AAA and class 
Was based on percentage of in- 


followed by 
Orlando, 


: pees during president’s month, of pre- 
» Mums over average premiums per month 


lor the year 1957. Among the winners, 
I Clas. percentage was over 315%. 
reves A, or new General Agency Organi- 
) ation, was based on total paid premiums. 
on total | of 177 field representatives 
; thie recipients of individual prizes. The 
B of A top producers were W. B. Schmitt 
¢ .{urora, Ilinois, L. W. Ginter Agency, 
titre G. “PP, Whitlock and M. J. 
gas both of the M. D. Shores Agency, 
aton Rouge, La, 





No. American’s In Force 
Reaches $300 Million Mark 


Charles G. Ashbrook, president of 
North American Life, Chicago, an- 
nounced that the company’s life insur- 
ance in force has reached $300,000,000. 


This total in forcé figure reflects an 
increase of more than $40,000,000 during 
the past 18 months. Over the past ten 
years, North American Life has shown 
a steady and continuous rise in new paid 
production. The company is continuing 
its intensive expansion program as illus- 
trated by their being licensed in seven 
additional states during their peak busi- 


N’western National Gains 

Sales of new individual policies by 
Northwestern National Life during May 
were up 8% over the same period of 





ness year of 1957. Entering the state 
of West Virginia early this year, North 
American Life now operates in a total 
of 22 states, plus the Territory of 
Hawaii and the District of Columbia. 

In addition to life insurance, North 
American, Life sells a complete line of 
accident and sickness policies. The com- 
pany’s 1958 accident and sickness sales 
at the end of May were more than 16% 
of last year. 


1957 and resulted in the largest May in 
company history. 

This marked the 16th consecutive 
month in which the Ordinary sales ex- 
ceeded those for the same month a year 
earlier. The company’s total busin»-s 
written for 1958 to date is 11.4% great:r 
than a year ago. 


O. I. O'BRIEN PROMOTED 


Oswin I. O’Brien has been promoted 
to assistant regional manager in Occi- 
dental Life of California’s New Orlean;3 
Group office. Mr. O’Brien joined Occi- 
dental in 1956 and was promoted to s. les 
representative last November. 




















and larger quarters at 


200 EAST 42nd STREET 
MuUrray Hill 2-O0200 


Old name. . . 
(Vlew door 


To meet the demands of our expanding 

insurance and bonding business in the 42nd Street 
area and at the same time to provide increased 
facilities for even better service to policyholders, 


agents and brokers, we have moved to new 


Etna Life Affitiated Companies 


42nd Street Office 


4ZTNA LIFE INSURANCE COMPANY 
Louis W. Sechtman, General Agent 
Ernest C. Goodrich, Manager, Group Department 

Peter J. LoTruglio, Manager, Brokerage Department 


4ETNA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 


Vincent T. Reagen, Manager 


ALL FORMS OF LIFE, 


GROUP, 


CASUALTY, BONDING, 


FIRE AND MARINE PROTECTIOi. 
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THIS ISSUE IN TWO PARTS 

The Eastern Underwriter 
is in two parts. Part II is our 20th an- 
nual Casualty and Surety Production and 
Sales Edition. It features the 1957 coun- 
try-wide and New York State results for 


This issue of 


all companies, stock and mutual alike, 
licensed in New York and doing a 
nationwide business. In the New York 


State section the experience is tabulated 


basis with loss ratios 


written. 


on a line-by-line 


given for each line Thus, stu- 
dents of production and loss trends will 
be able to future trends by the 
experience of the past. 

Because of the state of the automobile 
in this edition to the steps being taken 
insurance market close attention is given 
cope 


gauge 


companies and agents to 
with the situation. A 
company opinion at the top level is pre- 
sented by way of indicating production 


trends for the first quarter of 


by the 


cross section of 


and loss 

1958. 
Recognition: is 

toward payment of premiums 


also given to the cur- 
rent trend 
on the monthly budget plan, and the need 
for more intensive public relations, espe- 
public’s attitude: 


I’m Insured.” 


cially to change the 
“What Do I Care? 
Rounding out the issue are sales arti- 
cles on (1) opportunities existing for 
agents and brokers to sell more accident 
and health insurance—a booming market 
—and (2) to bring a better understand- 
a line such as accounts receivable 
where the sales potential is great. Not 
overlooked is a company president’s ob- 
servations on the inspirational value of 
business books in maintaining a positive 
field and home 





ing of 


mental attitude among 


office forces. 





KEEPING PROFESSORS BUSIER 


Writing in Journal 
American Association of 
Teachers of Insurance, Professor O. D. 
Dickerson of Florida State University 
discusses articles on insurance appearing 
in “the popular press,’ meaning news- 
papers and magazines. Some of the in- 
surance articles he regards as both in- 
accurate and harmful to the general pub- 
lic, and he objects to what he calls an 


of Insurance of 
University 


attitude of omniscience adopted by the 
writers. His suggestion for a remedy: 


A much higher level of articles would 
result if teachers themselves could write 
more articles for the popular press as 
distinguished from those they write for 
scholarly journals. Teachers should 
take it upon themselves to carry on a 
continuing survey of articles in their 
fields of specialization and make it a 
point to let the editors and publishers 
of these publications have their reactions. 
This should not be only a matter of at- 
tacking erroneous and misleading arti- 
cles, but those which deserve approbation 
should be complimented. 


If university teachers or any other 
connected with insurance at- 
unload a batch of letters on 
editors of daily papers or magazines in 
which they pick flaws in articles they 
don’t like and praise those they do, and 
make this practice a constant procedure, 
some larger wastepaper baskets will be 
needed in offices of the periodicals. The 
insurance industry organizations them- 
selves keep close watch of “letters to the 
but mostly in gauging public 
They don’t try to censor 
journalism or magazine expression. They 
impression of spanking 
could anyone outside 


persons 
tempt to 


editor,” 
sentiment. 


give an 
editors, Anyway, 
of professional reporters and writers do 
a better job in describing current med- 
ical cost procedures and practices than 
the writer of the current articles on the 
subject being printed in Saturday Eve- 
ning Post, a freelance scientific writer? 
Or could any of the professors write a 
more human interest series of articles? 


don’t 





Vernon R. Zimmerman of Alexandria, 
manager of the Northern Virginia Agen- 
cy for Acacia Mutual, has been appointed 
to the LUTC board of, trustees, it was 
announced by Richard N. Lewis, CLU, 
president of LUTC. Selected by NALU 
President Albert C. Adams as one of 
NALU’s representatives on the 14 man 
LUTC board, Mr. Zimmerman has a long 
of service to both NALU and 
He is immediate past president 
Washington, D. C., Life Under- 
writers Association, and a member and 
former trustee of the Washington Gen- 
eral Agents and Managers Association. 


record 
LETC. 


of the 











Harold M. Stewart, retired executive vice president of The Prudential, was pre- 
sented last week with the first distinguished service award given by the Newark, 
Chapter of the American Society of Chartered Life Underwriters. 
in the form of an engraved silver bowl, was made at a luncheon attended by nearly 
200 leading insurance men including top officials of 
Jersey and New York. Mr. Stewart is a charter member of the Newark CLU Chap- 
salute Mr. 
Colonial Life; Mr. 
. Cameron, Guardian Life. 


Ni: 


ter. Four presidents on hand to 
Shanks, Prudential; Richard B. Evans, 
age, Bankers National Life; and John L 


The award, 


insurance companies in New 
shown above are: Carrol M 
Stewart; John D. Brund- 


Stewart 





Dr. Raymond W. Lawrence, in acci- 
dent and health department of Aetna 
Life since March, 1957, has been named 
assistant medical director of the com- 
pany effective July 1. Upon graduation 
from Wagner College and New York 
Medical College he served in Navy Med- 
ical corps and as a resident at Dart- 
mouth College Medical School Hospital. 
He then practiced medicine in Bellows 
Falls, Vt., for two years before joining 
Aetna Life. 

* * * 


W. Howard Cox, 
Central Life, was given the degree of 
Doctor of Commercial Science, at Uni- 
versity of Cincinnati commencement 
June 6 by Dr. Walter C. Langsam, presi- 
dent of the university. 


chairman, Union 


* * * 


James F. Oates, Jr., president of Equi- 
table Life Assurance Society, has been 
elected a trustee of Committee for Eco- 
nomic Development. 


* * * 


John H. Clyne, Phoenix Mutual Life, 
Albany, N. Y., has been elected president 
of the Life Insurance and Trust Council 
of Eastern New York. 


* * * 


Stanley F. Wilbur has been appointed 
state agent for western Missouri of the 
Camden Fire Insurance Association, 
Camden, N. J. Mr. Wilbur has spent the 
greater part of his insurance career in 
Missouri. 

i oes oe 


Joseph Mario has joined the Bergen 
Tallman-O’Brien Agency of New York 
City as manager of the casualty and 
automobile fire and theft department. 
Mr. Mario served with the Continental 
Casualty in 1951 and early 1952 in auto 
and compensation experience rating. 
Subsequently he was associated with the 
London & Lancashire Indemnity, Phoe- 
nix of Hartford and the United States 
Cssualty, leaving the last named _ this 
month as supervisor of the metropolitan 
auto division. 


J. Doyle DeWitt, 
Travelers, was named chairman of the 
Greater Hartford 1958 “Books Abroad” 
committee conducting a drive for books 
to be sent to many nations of the world 
The drive was held June 8-14 during 
Greater Hartford People-to-People Week 
sponsored for the first time by the 
Greater Hartford People - To - People 
Council, Serving with Mr. DeWitt « 
an advisory committee was Herbert 
Brucker, editor, The Hartford Courant; 


president of The 


Ward Duffy, editor, The Hartford 
Times; Paul J. Morency, _ president, 
Travelers Broadcasting Corp.; and Mag- 
nus kK. Kristoffersen, head librarian, 
city of Hartford. 

* + + 





F. BRITTON McCONNELL 


F. Britton McConnell, California I” 
surance Commissioner, at Chicago last 
week was reelected ‘chairman of the 
Liaison Committee on Federal Regul 
tion and Preservation of State Super 
vision of Insurance. Those close to th 
NAIC situation believe that no speci 
counsel of this committee will be a? 
pointed by the Commissioners for some 
time, if at all. 
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Don Holbrook of Albany 


It is exactly 40 years since Don Hol- 
brook of the Cuyler News Service, whose 
office is in the State Capitol at Albany, 
began acting as a correspondent there 
of The Eastern Underwriter. Also, he 
has been correspondent over the years 
for a number of other papers. During 
this period he has known personally all 


of the New York State Superintendents 
of Insurance, their Deputies and staffs 
and an army of insurance men, presi- 
dents, other executives and lawyers who 
have come to the capital of the largest 
state in the Union. During those four 
decades he has personally taken a look 
at most of the bills introduced which 
affect insurance in one way or the other 
and has interviewed innumerable legis- 
lators about their significance, many of 
the interviews being with chairman of 
insurance committees of Senate or As- 
sembly. As for the number of hearings 
he has attended as insurance legislation 
has been in the hopper he long since 
stopped keeping count. 

Mr. Holbrook has been a pretty good 
judge as to whether a bill before the 
New York legislature will be passed, 
sidetracked or forgotten. His predictions 
have not been confined to the arena of 
insurance and all of them have been way 
above par. Most successful prognostica- 
tion made by him was that Thomas E. 
Dewey would be defeated for President 
by Harry Truman. Nearly all the news 
men and editors of the nation felt that 
Truman would be snowed under. Asked 
by the writer what governed him in this 
prophecy he said: 

“Tt was doing a lot of running around 
seeing people whom I know to be 
political experts—and there are a lot of 
them in Albany. Furthermore, as a day- 
to-day observer of events at the capital 
I thought I had obtained the correct 
grasp of this situation.” 

A warm spot in his heart has always 
been reserved by Mr. Holbrook for pro- 
ducers of insurance. Maybe that dated 
way back to the time when he was treas- 
urer of the Jefferson County Insurance 
Agents Association. Anyway, for years 
as a specially invited guest he came to 
New York City to attend the annual 
banquet of the General Brokers Asso- 
ciation held in Hotel Astor. Always he 
showed up in full evening dress, coat 
with tails, white waistcoat, white tie. 
And it was a glamorous reminder to 
those present of the dinner regalia in 
the earlier days of New York. He was 
the only man so clad in the ballroom. 

Mr, Holbrook’s mother was a school 
Principal and his’ masculine ancestors 
included ministers and editors. There 
Was even a hotel conducted by the family 
In up-state New York and where famous 
musical comedy stars resided when these 
big shows were on the road and did 
One night stands” in the smaller towns. 
. 4 graduate of Watertown High School 
in 1898 Mr. Holbrook learned shorthand 
and typewriting in business college and 
for two summers he worked as a clerk 























in the Thousand Islands Hotel on Alex- 
andria Bay—St. Lawrence River coun- 
try. His private income was augmented 
by private tutoring. In 1903 he made his 
fir.t contact with the insurance business 
by becoming cashier and assistant man- 
ager of a little insurance company. When 
the Armstrong Committee of the New 
York legislature and its grim, relent- 
less, erudite, red-whiskered investigator 
Charles E. Hughes drove insurance man- 
agers, general agents and agents out of 
the business in swarms as the public 
read the daily paper accounts of the 
investigation of life insurance and began 
unmerciful razzing of field men, Mr. Hol- 
brook retired from the insurance busi- 
ness. 

He went to Cleveland where he got a 
breather to his morale by entering and 
winning a typewriting contest. Subject 
matter he dashed off on the machine 
was the preamble to the Declaration of 
Independence. He didn’t care how fast 
the dictator talked as he knew the 
Declaration by heart. 

It was about that time that he drifted 
into reporting trade conventions and also 
matters connected with the theatre. 

His first work in reporting for trade 
papers was for a_ publication called 
Variety, now chief organ of the amuse- 
ment world. Mr. Holbrook during his 
hotel experience had become acquainted 
with such stars of comic opera as Lillian 
Russell, Della Fox, DeWolf Hopper and 
Henry Barnaby of The Bostonians, the 
most famous light opera company in the 
country at that time. 

When his mother became seriously ill 
Mr. Holbrook left Cleveland and _ re- 
turned to his home town of Waterville. 
In 1912 he went to work for the speakers 
bureau of the Democratic State Com- 
mittee in New York City. A couple of 
years later he became secretary and pri- 
vate stenographer for George R. Van 
Namee, clerk of the New York State 
Assembly. This led to his being ap- 
pointed secretary of the Legislative Bill 
Drafting Commission, a position he held 
from 1914 to 1944. For a time he was 
in charge of Democratic State Commit- 
tee’s publicity bureau. He tried to write 
stories which would be printed by Re- 
publican as well as Democratic editors. 
Some of the releases he sent out were 
editorials and while they did not set 
the world on fire they were found con- 
venient in plugging space holes of edi- 
torial pages. Editors, irrespective of 
political affiliation, were correspondingly 
grateful to him. For a year or so Mr. 
Holbrook was a member of the executive 
staff of the Democratic State Committee 
and was assistant secretary of the un- 
official convention at Saratoga Springs 
which placed Al Smith in nomination for 
Governor. 

When the time of the Constitutional 
Convention of New York State had ar- 
rived in 1938 Don had the assignment of 
covering it for 30 different papers. It 
was at that convention that he first met 
Leroy A. Lincoln, later chairman of 
Metropolitan Life, and Jesse S. Phillips, 
later chairman of Great American Insur- 
ance Co. Both were delegates. 


In the following year—1939—he cov- 
ered the hearings in connection with 
the new insurance code which was 
adopted. These hearings lasted about a 
week. 

Commented Holbrook to the writer in 
discussing the insurance code: “Not a 
section, not an amendment was ever 
adopted without a lot of conference, in- 
cluding hearings. Thousands of words 
of testimony were heard in connection 
with Section 213 which has to do with 
expenses incurred in selling life insur- 
ance. The fact is that the insurance 
code of New York is constantly being 
tailored in order to meet the needs 
of the insurance buying public. This is 
being done largely through the vigilance, 
aptness and intelligence of men in charge 
of supervision of the insurance laws of 
the State. These men are not actuated 
by personal ambition, but have in mind 
safeguarding the interest of policyholders 
and of the companies. In brief, they 
stimulate public confidence in the insur- 
ance business generally.” 

Th longer Mr. Holbrook has followed 
Albany events the greater has been his 
admiration for the New York State 
Insurance Department. 


* * * 


States Hear “Bonded Car” Warranty 
Contracts Situation 


The so-called “bonded car” warranty 
contracts, a comparatively new problem 
in the insurance industry, got a hearing 
at the meeting of the casualty and sure- 
ty committee of National Association of 
Insurance Commissioners. George F. 
Mahoney, Maine Commissioner, presided. 

This warranty is provided not in the 
case of the sale of a new car but gen- 
erally by a used-car dealer the provi- 
sions of which practically guarantee to 
the purchaser either payment of the 
amount involved or replacement or re- 
pair if defects occur within one year 
after the sale and warranty are com- 
pleted. There is no definite and positive 
interpretation on these contracts. 

Kentucky, California and Connecticut 
are the three outstanding states where 
the Attorneys General have ruled that 
the proper interpretation places such 
contracts in the category of insurance 
and, therefore, can only be entered into 
with a company organized to do an 
insurance business in the state where 
the contract is issued. 

Florida originally interpreted the con- 
tract as insurance coverage; but, after a 
modification of it, it was later considered 
to be warranty. New Jersey, where sev- 
eral so-called “bonded car” corporations 
were organized, has interpreted the con- 
tract not as an insurance contract but as 
a warranty and has placed the transac- 
tions in the category of contractor’s 
liability within the casualty group and 
policies and rates are filed with, the 
Department. United States Senator 
Javits, before leaving the Attorney: Gen- 
eral’s office in New York, ruled that the 
contract was one of warranty but not of 
insurance, but Javits’ opinion by infer- 
ence agrees with the distinction made 
by one of the other Attorneys General 
in a southern state; namely, that if the 
inspections are in reality made by the 
“bonded car” company as the facts were 
submitted to him, then that was practi- 
cally the basis on which the opinion 
turned because the distinction in the 
southern state was that if inspections 
were made, it was warranty, but, if the 
bonded warranty was given without in- 
spection, it was in fact a contract of 
insurance. 

Several such bonded-warranty compa- 
nies have already folded up. Mail to 
some has been returned to the sender. 

The subject came up at the request 
and suggestions of Commissioner Ma- 
honey. The large number attending the 
hearing indicated the timeliness of the 
session. While no definite conclusion or 
recommendation as to, the handling of 
the problem was made by the committee 
it was decided that the chairman would 
arrange to have a compilation of vari- 
ous opinions as presently available in- 
cluded in a brochure to be forwarded 
to all the Departments. 
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Sylvania Appointments 


Robert S. Gyory, manager of insur- 
ance, Sylvania Electric Products, Inc., 
announces the appointment of Wesley 
A. Armstrong, Jr., as supervisor of Group 
insurance and Robert G. Hugel as super- 
visor of fire and casualty insurance. 

With Sylvania since 1954 Mr. Arm- 
strong was formerly with The Travel- 
ers. A native of Buffalo he attended 
Rensselaer Poytechnic Institute, Nicho- 
las Junior College and Insurance Society 
of New York School of Insurance. 

Mr. Hugel, who joined Sylvania in 
1953, is a native of York and a gradu- 
ate of Rider College, Insurance Society 
of New York insurance school and Mu- 
tual Insurance Institute. 


* * * 


Sprague Chairman of U. S. Chamber 


Insurance Committee 


William A. McDonnell, chairman of 
the board, First National Bank of St. 
Louis, who is the new president of 
United States Chamber of Commerce, is 
a director of three insurance companies. 
They are American of Newark; General 
American Life of St. Louis; and Ameri- 
can Central of St. Louis. 

Mr. McDonnell has appointed Mor- 
timer E. Sprague, vice president, Home 
Insurance Co., as the new chairman of 
the Chamber’s insurance committee. Mr. 
Sprague has been a Chamber director 
for a year. Edward B. Collett of Fort 
Worth, executive vice president of 
Millers Mutual Fire Insurance Co., has 


been reelected for a second two-year 
term as the other Chamber insurance 
director. 


+ 4 


A $22,950 Automobile 


Making its debut in the International 
Automobile Show at the Coliseum in 
New York City were some foreign luxury 
cars which made automobile under- 
writers do considerable thinking. Here 
is a description of a Rolls-Royce car 
in the exhibition as a reporter for the 
New York Herald Tribune described it: 

“Something of a special, even for 
Rolls-Royce, is the ‘Countryman,’ a Sil- 
ver Cloud with such posh interior fittings 
as an Espresso coffee maker, a dictating 
machine, radio telephone, a bed, hot and 
cold water for washing, television for 
rear seat occupants and a wide range of 
built-in equipment. Price for this cus- 
tom model has been set at $22,950.” 

This Silver Cloud car is said to be a 
duplicate of the personal automobile of 
Queen Elizabeth, says the Herald Trib- 
une reporter. 
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Fire Insurance Rates 
Increased in New York 


BOOST OF 4.2% 2% IN PREMIUMS 
Majority of Changes Affect Commer- 
cial and Industrial Property; Up- 
state Changes Include Dwellings 


Continued high level of fire losses in 
New York State has rewulted in in- 
creased fire insurance rates for many 
occupancy classes effective June 16. The 
majority of the changes affect commer- 
cial and industrial property, the New 
York Fire Insurance Rating Organiza- 
tion said in its announcement. Rates 
are increased in 48 occupancy classes 
in New York City and in 73 classes in 
the balance of the state. The upstate 
revisions include rate increases to dwell- 
ing buildings of masonry construction 
in protected communities, and to hou.e- 
hold contents policies generally, when 
written without the coinsurance clause. 
Coinsurance dwelling building and con- 
tents rates upstate are not affected. In 
New York City, household contents rates 
are increased in certain frame and fire 
resistive apartment dwelling classes and 
in masonry dwellings with one to four 


families. 

Member companies of the _ rating 
organization lost approximately three 
million dollars last year in New York 


State with total lossts incurred exceed- 
ing $80,000,000. Since 1950 building ma- 
terials and labor costs for repairs after 
fire losses have advanced more than 
37%. Many properties and their contents 
have not been adequately covered tor 
an amount to represent today’s inflated 
property values and this has acted to 
aggravate the situation. 
Renewal of Policies 

The rate revision amounts to an over- 
all increase statewide of approximately 
4.2% in the annual fire insurance pre- 
miums. This revision in rates resulted 
from a review of experience of insurance 
companies in New York for the most 
recent five year period and a series of 
conferences with the ssieamacta Depart- 
ment of the State of New York. AI- 
though all announced rate revisions are 
effective June 16, renewals of policies 
having inception dates in June and 
July of this year may be written at the 
rates prevailing immediately prior to 
the announcement of these changes, so 
that the rate revisions do not become 
effective for renewed policies until 
August 1. 

A solution to halt the mounting fire 
losses, states the rating organization, 
would be a determining effort on the 
part of property owners to make their 
premises fire-safe. Careless use of 
matches and smoking is still a leading 
cause of fires, according to country- 
wide statistics. Faulty wiring and misuse 
of electrical equipment, another leading 
known cause, accounts for almost 12% 
of the total fire losses. Defective heating, 
and cooking equipment with their flues 
and chimneys are among other important 
fire causes. Greater care in maintenance 
of dwelling and business premises for fire 
safety is urged by the rating organization 
to reduce the tremendous fire waste of 
property values. 





Guy LaTourette Dies 


Guy LaTourette, assistant secretary 
of B. N. Exton Co., Inc., insurance 


brokerage firm affiliated with Smyth, 
Sanford & Gerard, Inc., New York, died 
June 10 at age 63 in Rumson, N. J. 
He had been recuperating from a heart 
attack. Mr. LaTourette served as mayor 
of Millstone, N. J., in the late 1930s. He 
had been connected with B. N. Exton & 
Co., Inc., for 45 years. 








Harry W. Miller Marks 
45 Years in Insurance 


HEAD OF COMMERCIAL UNION 


Newly Elected President of National 
Board Has Achieved Many Honors 


In the Insurance Business 


Harry W. Miller, general United States 
attorney of the Commercial Union-Ocean 
Group, on June 20 marked his 45th 
anniversary in thhe insurance business, 
and with the Commercial Union. This 
highly popular and dynamic leader in 
the insurance industry received, it might 


MILLER 


be said, a special birthday honor shortly 


HARRY W. 


before this anniversary when he was 
elected late in May as president of the 
National Board of Fire Underwriters. 

Mr. Miller joined the company on 
June 20, 1913, as a youth. With the ad- 
vent of World War I, Mr. Miller en- 


tered the armed forces and served in 
Europe. When he returned, he was ap- 
pointed special agent for Commercial 


Union at Syracuse, N. Y. His territory 
was northern New York State and in- 


Calif. Agents Proceed 


With Commission Suits 
Directors of the California Association 
of Insurance Agents have instructed the 
officers to create a fund to finance prose- 
cution of insurance companies which the 
association holds have acted illegally in 
concert in reducing commissions on auto 
risks 

The directors hold the anti-trust suit 
is unavoidable despite efforts to find 
some other solution to the commission 
reduction problem. Joseph L. Alioto, the 
association’s attorney in this matter, 
has been directed to proceed with prep- 
arations for the suit. 

Ted Harbert of Santa Cruz, has re- 
signed as director of the association 
as he does not support this anti-trust 
move. President Roger Chickering has 
named William W. Kelly, also of Santa 
Cruz, to replace Mr. Harbert on the 
board. 





cluded such towns and cities as Ogdens- 
burg, Malone, Saranac Lake and Platts- 
burgh, together with the Mohawk Valley 
cities. The transportation problem was 
particularly acute near the Canadian 
border. Many times during the winter, 
fieldmen had to use sleighs to visit 
agents. During his field service he was 
president of the Syracuse Field Club 
and most loyal gander of the Blue Goose 
of New York State. 

In later years Mr. Miller travelled 
extensively to all parts of the country. 
This not only resulted in making a large 


number of personal acquaintances with 
agents, but it has given him a keen in- 


sight into the insurance conditions and 
economy of cities and towns nation-wide. 


In 1935 Mr. Miller was called to the 
group’s head United States office in 
New York City as secretary in charge 


of the fire companies’ automobile de- 
partment, Three years later he was pro- 
moted to assistant United States man- 
ager. 

On January 1, 1948, Mr. Miller was 
appointed United States manager, pres- 
ident and vice president of the groun’s 
fire companies. On May 1, 1953, with 
the integration of the group’s fire and 
casualty companies, he was appointed 
the chief United States official of the 
Commercial Union Group with the title 
of general United States attorney. 

Many other prominent honorary posts 
are held by Mr. Miller in the industry, 
both in executive capacities and on com- 
mittees. He has been president of the 
Eastern Underwriters Association, chair- 
man of the board of the Factory Insur- 
ance Association, and chairman of the 
National Board’s committee on fire pre- 
vention and engineering. He is _presi- 

(Continued on Page 23) 
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New York Federation 
Luncheon November 20 


U. S. SENATOR BUTLER SPEAKER 


Brewer Elected a Director; Weghorn 
Reviews Legislative Work; Roberts 
on Scholarship Essays 


chairman of execu- 
tive committee Invurance Federation of 
New York, Inc. announces the featured 
speaker for this year’s annual luncheon 
will be United States Senator John 
Marshall Butler (Maryland). The Fed- 
eration’s 44th annual luncheon will be 


George F. Avery, 


BREWER 


HERBERT A. 


held Thursday, November 20, at the 
Waldorf Astoria in New York City, and 
it is anticipated this year’s gathering will 
reach 1,600 or more insurance people. 
Mr. Avery, who is vice pre.ident ot 
United States Fidelity & Guaranty, pre- 
sided over the recent executive com- 
mittee meeting of the Federation at his 
headquarters in New York City. 
Herbert S. Brewer, Lockport, N. Y., 
was elected a director (Class of 1959). 
Mr. Brewer, who heads the Brewer & 
Brumley Agency, was recently elected 
president of the New York State Asso- 


ciation of Insurance Agents. 
John C. Weghorn, legislation com- 
mittee chairman, reviewed those activi- 


ties during this past session of the New 
York State legislature, outlining some 
bills in which Federation took an active 
interest. 

The Scholarship Committee (N._T. 
Roberton, chairman) reported favorable 
response and successful completion of 
the first year for the $1,000 Scholarship 
tssay Contest Program sponsored by 
the Federation. This contest is open 
to senior class sttudents of all secondary 
schools in the state, both public and 
private, and totaling about 1,200 schools. 
All essays submitted in this year’s con- 
test have been reviewed by his com- 
mittee, Mr. Robertson said in his report, 
and the ten essays considered best have 
been forwarded to the judges for final 
determination of this year’s «cholarship 


(Continued on Page 23) 
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Kefauver Names Gross 
Insurance Consultant 


HEAD OF N. Y. BROKERAGE FIRM 





Insurance Aide of Senate Subcommittee 
Inquiry Heads Firm Licensed 
in 40 States 





Jess E. Gross, head of the brokerage 
agency of Jess E. Gross Co., 580 Fifth 
Avenue, New York City, has been ap- 
pointed a special non-salaried consultant 
on insurance to Senator Estes Kefauver, 


chairman of the Senate Anti-trust and 
Monopoly subcommittee which has in- 
vestigation of the insurance business on 
its agenda. 

The Gross firm is directly licensed by 
40 states and District of Columbia to do 
an insurance brokerage business. Jess 
Gross told The Eastern Underwriter 
that the firm gives business to approx- 
imately 50 insurance companies, among 
them being Great American Group, Fed- 
eral, Royal-Globe, Fidelity & Casualty, 
Home Indemnity and New Amsterdam 
Casualty. Clients of the firm include 
chain stores. Among life insurance com- 
panies to which it gives business are 
Prudential, Travelers, New York Life 
and Fidelity Mutual. 

Born in New York City Jess Gross 
is a graduate of Columbia University 
and St. John’s Law School. From the 
latter he has degree of Bachelor of Laws. 
He entered the brokerage field three 
decades ago and his reputation among 
insurance companies is good. Associated 
with him in brokerage activities are his 
brothers Aaron, Harold, Nathan and 
Seymour. 

Asked by The Eastern Underwriter 
how he got the position of consultant 
at Washington he said that names of a 
number of insurance men had been con- 
sidered. He was notified that he had been 
selected. Asked when his duties would 
take effect he said: “I guess they have 
already.” 





Globe Indemnity Merges 
Virginia F. & M. and Star 


Clarke Smith, United States manager 
and president of companies comprising 
the Royal-Globe Insurance Group, an- 
nounces that the Virginia Fire & Marine 
and the Star of America will be absorbed 
by the Globe Indemnity by statutory 
mergers. The mergers become effective 
July 1. 

All the rights, franchises and interest 
in the properties of the Virginia and 
the Star will be transferred to the Globe 
Indemnity, which company will also as- 
sume all the debts, obligations and lia- 
bilities of the merged companies. Both 
of the merged companies will discontinue 
writing policies or renewals having an 
effective date after midnight, June 30. 





North British Moves 
Holland to Chicago 


North British Group announces that 
S. E. Holland, Jr. has been transferred 
to the Midwestern department head- 
quarters at Chicago as assistant man- 
ager, associated with Secretary Charles 
L. Day. He succeeds W. F. Moore, 
shortly to be transferred to the New 
York administrative office as assistant 
secretary in the Eastern department, in 
association with Secretary P. de- 
Gruchy. 

Special Agent Charles J. Thompson, 
formerly assistant to Mr. Holland, suc- 
ceeds him in the west Kentucky field, 
being advanced to state agent. State 
Agent Ben F. Russell continues in the 
last Kentucky field with headquarters at 
-exington, 

_Effective the same date, Manning B. 

irby, Jr., formerly Tennessee special 
agent at Nashville, will also be trans- 
ferred to Chicago as assistant loss su- 
Perintendent for the Midwestern depart- 
ment, associated with Loss Superintend- 
ent F. E, Woodman. 





Society Exercises 


(Continued from Page 1) 


being spent in courses in one of 12 
major fields of insurance study. 
Certificate and Essay Winners 

Four prizes were awarded for essays 
on various insurance subjects, and 30 
prizes awarded for excellence in indivi- 
dual courses. All 34 prizes are donated 
by insurance organizations in the New 
York area. 

The Certificate recipients were Vincent 
R. Brennan, America Fore Loyalty 
Group; Evelyn R. Bozzo, Home Insur- 
ance Co.; Gerald W. Wilson, Jr., Cities 
Service Corp.; Michael D. Prisaznuk, 
America Fore Loyalty Group; Rajani- 
nath G. Sathe, Life Insurance Corp. of 
India; Isaac Bensimon, Menorah In- 
surance and Reinsurance Co. of Israel; 
Raul Montejo Carrasco, Colombia, S.A.; 
Robert Parizeau, Gerald Parizeau, Inc., 
Canada; John J. Burke, Henbert L. 
Jamison & Co.; Donald A. Klick, Alex- 
ander & Alexander, Inc.; Arthur G. 
Larocca, John F. Curry Agency, Inc.; 
Henry P. Lenz, CPCU, Massachusetts 
Bonding & Indemnity. 

Essay winners were: general insur- 
ance, Archibald B. Edgar, National 
Biscuit Co., on “General Average,” and 
Robert C. Reiss, Chubb & Son on 
“Fallacies of Compulsory Automobile 
Insurance”; inland marine claims ad- 
justing, Ward B. Gordon, Marsh & 
McLennan, Inc. on “Agreement of 
Guiding Principles’; reinsurance, Wil- 
liam B. Wheeler, American Re-Insur- 
ance, on “Inflation and its Effects Upon 
Excess of Loss Reinsurance.” 


McDowell on Educational Investment 


Mr. McDowell told the recipients of 
diplomas, certificates and prizes that 
“yours are now the greater opportunities 
and the heavier responsibilities. I am 
grateful that you have invested your 
educational dollars. 

“The blood, sweat and tuition that 
went into earning your certificates is 
the invested dollar in terms of your life 


and of your employer’s welfare. You 
are now that much more ready than 
not to realize advantages from your 


investments. 

“Of the many opportunities one could 
mention, my list emphasizes three: your 
own, your employer’s, and your coun- 
try’s. Your motives in undertaking to 
earn a certificate are undoubtedly per- 
sonal, but the opportunities are not 
limited to the individual. And_ the 
satisfactions to be received from success- 
fully exploring the opportunities can be 


substantial, whether received directly 
or indirectly. 
“In fact, the basic freedom of our 


economic and political system depends 
on the extent to which you and other 
ambitious individuals reserve to yourself 
the realization of these opportunities 
instead of complacently delegating them 
to some other authority. Therefore, 
your employer’s and your country’s 
opportunities are as much your respon- 
sibility as are your own. 


Employers Alert to Ability 


“You have completed your courses at 
a time of serious business recession. 
Your employers are more alert than 
ever to ways and means of doing things 
better—more profitably, on a_ broader 
scale, and at lower cost. While your 
diplomas, certificates and awards are not 
licenses to take over the boss’ job 
tomorrow, nevertheless the imaginative 
employer and the imaginative, ambi- 
tious employe have now a strong stimulus 
to use the employe’s improved abilities,” 
Mr. McDowell stated. 

“The wise employer is going to chal- 
lenge you to assist in improving his 
volume of profitable business. What- 
ever your position may be in the office, 
you have, by virtue of his needs and of 
your work in this school, a responsibility 
to contribute more than ever to your 
job. Conversely, your employer has a 
duty to give you the opportunity to 
discharge your responsibility. 

“It would be interesting over the 
years ahead to correlate which employers 


Newly Elected Officers of Insurance Women of New York 





Newly elected officers of the Insurance Women of New York are from left to 
right: corresponding secretary, Geraldine A. Muffett; historian, Elsie G. Keidel; 
vice president, Evelyn M. Buehler; president, Mabel Hart; recording secretary, 
Dorothy M. Hoyt, and treasurer, Grace Brenner. 





and which graduates of this school 
successfully match up their responsibili- 
ties and opportunities. An economic 
waste of talent under current conditions 
would be regrettable. 


Inflationary Trend 


“Another area in which to consider 
your opportunities is related to the 
threatening lethargy of the welfare state. 
The fact that you have the ambition 
to have taken and completed your work 
in the school encourages me to consider 
you to be candidates to fight the in- 
flated, feather-bedded state of mind or 
‘something for nothing.’ The inflationary 
trend of our economy endangers your 
future. Unless we can change the state 
of mind that produces this inflation, the 
end result of depreciated monetary 





CARL E. McDOWELL 


values and unstable business conditions 
cannot be avoided. 

“A critical and very real factor in the 
inflationary trend is a type of thinking 
that seems to be accepted as normal. 
In high places in government you hear 
that a little bit of inflation is good for 
the economy—a normal means of stimu- 
lating the economy and lessening the 
burden of government debt. What a 
commentary that is on self discipline, 
moral stamina, and courage! In effect 
such a policy is a blueprint of socialism 
and loss of individual initiative and self 
respect. 

“However, the attitude in some govern- 
mental areas has its counterpart among 
us, the sources of governmental author- 
ity. Feather-bedding practices are a 
threat to economic stability. The same 
can be said of the all too prevalent 
attitude that society owes a person his 
living, without any assumption of re- 
sponsibility on his part. 

“There can be only one way to control 


Davis Heads Hartford 
Pond of Blue Goose 


The Hartford Pond of Blue Goose 


held its annual outing at the Avon 
Country Club, Avon, Conn. The golf 
championship went to Ed Minor of 


Frank McGinn, independent, New Haven, 
adjusters, who had low gross of 76. 
Henry Fuldner of the Ins. Co. of N. A. 
arranged the outing. 

Following dinner, Grand Guardian 
Robert Stumpf from the Garden State 
Pond (New Jersey) installed the new 
officers for 1958-59. They are as follows: 

Most loyal gander, Bill Davis, London 
& Lancashire; supervisor of the flock, 
Rod Nicholson, Aetna C. & S. division; 
custodian of goslings, Wally Bailey, 
Phoenix Ins. Co.; guardian of pond, Pete 
Tompkins, Boston; keeper of golden 
goose egg, Bud Schmidt, independent ad- 
juster; wielder of goose quill, Gordon 
Crowther, Factory Insurance Association. 





New York Federation 


(Continued from Page 22) 


winner to be announced in a few days. 

Plans for the 1958 fall executive com- 
mittee meeting at Alexandria Bay, N. Y. 
have been completed, according to 
Rankin Martin, vice president of Stand- 
ard Accident, chairman of the arrange- 
ment committee, to be held about the 
middle of September. 

Robert B. Douglass, Potsdam, N. Y. 
agent, president of the Insurance Fed- 
eration, reported on the activities this 
year, and outlined his recommendations 
for the future, including a vigorous 
public relations program. 





Miller Anniversary 


(Continued from Page 22) 


dent of the Stock Company Association 
and vice president of the National Board 
Building Corporation. Directorships held 
by him include the Underwriters Salvage 
Co., Inc. of New York and Chicago; 
General Adjustment Bureau, Inc.; West- 
ern Adjustment and Inspection Co.; 
Sanborn Map Company; and the In- 
surance Society of New York, Inc. 

Mr. Miller is a Virginian, born in 
Richmond. Mrs. Miller was Ruth E. 
Peterson of Brooklyn, They have two 
married daughters—Marilynne, now Mrs. 
John K. Olson, and Joanne, now Mrs. 
Wayland R. Bourne. They have four 
grandchildren. 





the trend—namely, individual efforts 
multiplied by millions of individuals, each 
doing his own work to the fullest of his 
capacity and to the best of his ability. 
Individual initiative and free enterprise 
must come to mean more than a plati- 
tude. The something for nothing con- 
cept must be eradicated. I hope that you 
will find and aggressively develop oppor- 
tunities to strengthen your company and 
your industry in this area.” 
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Danahy Cites Inability To Agree On 
Self Regulation Of Commissions 


As the insurance industry itself has 
not come forward with any plan for self 
regulation of commissions which is ac- 
ceptable to the various segments of the 
business, this alone is a strong argument 
in favor of no regulation and in sup- 
port of competition and freedom of con- 
tract, C. Joseph Danahy, well known 
insurance attorney, stated at the East- 
ern CPCU Institute at Storrs, Conn., 
this week. Mr. Danahy, who is counsel 
for both the Greater New York Insur- 
ance Brokers Association and the New 
York State Association of Insurance 
Agents, told the Chartered Property & 
Casualty Underwriters that fears of com- 
mission wars have proven baseless as no 


such wars have developed in the last 
decade. 
Until a new commission regulatory 


plan, which would be acceptable to the 
various segments of the industry, has 
evolved it is Mr. Danahy’s opinion that 
“competition and freedom of contract 
will continue to be the order of the 
day. When so many of the contracting 
parties cannot agree even among them- 
selves, there is very little hope of reach- 
ing a mutual agreement between pro- 
ducers on one side and the companies on 
the other. The human tendency to re- 
sist control is the rock which shipwrecks 
the good ship ‘Self Regulation.’ ” 


Concerted Action Illegal 


Mr. Danahy discussed Public Law 15, 
the New York State anti-trust act, state- 
ments of former Insurance Superintend- 
ent Robert E. Dineen in 1949 with re- 
spect to unfair methods of competition. 
Continuing he stated: 

“It is clear from what has already been 
said that any unilateral action by more 
than one company or by more than one 
producer is illegal and in violation of 
both the Federal and state laws on 
the subject. In other words, any con- 
certed action to fix commissions in the 
absence of state regulatory legislation 
is illegal and would leave the parties 
who acted in concert subject to the vari- 
ous penalties enumerated by Superin- 
tendent Dineen. This leads to the ques- 
tion as to the practical results of compe- 
tition in the commission field. 

“The American Agency System was 
born of necessity and competition and 
grew, developed and flourished during a 
period of our history when the doctrine 
of laissez faire, or free or unrestricted 
private enterprise was the accepted or- 
der of day. It is therefore only fair to 
say that the American Agency System 
has more than justified its existence. In 
no other business are producers called 
upon to justify their existence from 
time to time, as they are in the insurance 
industry. 


Producer Entitled to Fair Compensation 


“It is not only fair and equitable but 
it is also absolutely necessary if the in- 
surance industry is to continue to func- 
tion, aS we know it, to start out with 
the premise that the producer, be he 
broker or agent, is entitled to a fair 
and reasonable compensation,” Mr. Dan- 
ahy stated. “Without the broker or 
agent the great majority of the 250 
insurance companies licensed to do a 
property and casualty business in the 
state of New York could not survive. 
Not alone the insurance companies but 
the general public shares in the benefit 
of the relatively low cost of producing, 
selling and servicing insurance within 
the framework of the American Agency 
System. 

“While the rating laws of the various 
states contain provisions to the effect 
that stock companies are entitled to a 
reasonable profit, there is no analagous 
declaration of public policy in the laws 
of the various states to the effect that 
producers are entitled to a fair and 
reasonable compensation for their serv- 


ices. The provisions now in the law to 
the effect that stock companies are en- 
titled to reasonable profit factor does not 
mean that the state is guaranteeing the 
stock companies a profit, nor does it 
mean that the public must buy its insur- 
ance from stock companies. It merely 
means that if the public chooses to buy 
its insurance from stock companies that 
a reasonable profit factor for the stock- 
holders must be included. 

“Likewise a declaration of public policy 
that agents and brokers are entitled to 
a fair and reasonable compensation 
would not mean that the state was guar- 
anteeing agents and brokers compensa- 
tion but would only mean that if in- 
surance carriers sold their product 
through the American Agency System 
that a fair and reasonab!e compensation 
would be paid to the agents and bro- 
kers,” said Mr. Danahy. 


Present Lack of Regulation 


“Since 1949 to date, a period of ap- 
proximately one decade, commissions 
have not been regulated by law. Com- 
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petition has been the order of the day 
and the freedom of contract guaran- 
teed by both the Federal and state con- 
stitutions, has been unimpaired. It is 
difficult to evaluate how well the lack 
of regulation has worked. While al- 
most everyone in the industry has reg- 
istered some minor complaints, the fact 
that nothing concrete has been done to 
substitute regulation in place of compe- 
tition, in and of itself speaks volumes. 

“*To regulate or not to regulate,’ that 
is the question which the industry is ask- 
ing itself today. It is a fair statement 
to say that no appreciable segment of 
the industry, whether in company ranks 
or in the producer ranks, welcomes com- 
plete state regulation of commissions. 
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@ The financial strength of an insurance company is frequently the 
difference between hope and despair, between buildings and ashes, 
solvency and destitution, to your clients. 


The financial strength of The Commercial Union Group is strikingly 
illustrated by the total losses paid in our United States operations by 
our member companies. This total as of December 31, 1957 amounts to 
$868,838,529, or close to a billion dollars. 
vision the enormous benefits which have flowed from the reimburse- 


By shunning the spectacular and adhering to sound financial 
principles, our companies have passed unscathed through many dis- 
asters, conflagrations and difficult business periods since their 

founding. Succeeding Boards and Managers have been faithful 
in continuing this tradition. The result has been a steady growth 
of assets, reserves and policyholders surplus which repre- 







Our financial resources, adequate for large risks 
as well as small, are our pledge of security for every 
policyholder. They are the basis of The Commercial 
Union Group’s proud reputation for Unquestion- 
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Most solutions which have been sug- 
gested would try to set up self regula- 
tion by the industry in lieu of state reg- 
ulation by a public official. That raises 
the question, is there a middle ground, 
or third solution to this problem? Is it 
possible to work out a solution which 
would avoid no regulation and regulation 
by the state? 

“It is submitted that any form of self 
regulation would have to fit in with the 


basic law of insurance in the United 
States today. Many suggesions have 
been made to permit concerted action 


or to permit consultation between pro- 
ducers and companies. 


Plans for Self Regulation 


“If the industry seeks to follow a 
middle course it is very important that 
the provisions of the proposed legislation 
be carefully scrutinized so that the rights 
of producers would be properly pro- 
tected and also the rights of the general 
public. Any plan of self regulation would 
have to ultimately place control or su- 
pervision in a public official, otherwise 
the regulation would be unconstitutional 
in violation of the supremacy clause of 
the United States Constitution. Attempts 
to permit a service organization to reg- 
ulate commissions have been proposed 
on many occasions. 

“Any self regulatory plan which did 
not protect the public interest by some 
review or veto vested in the Superin- 
tendent of Insurance, representing the 
public would unquestionably be uncon- 
stitutional. On the other hand, the 
granting of any such power, no matter 
how vague or slight, may result in com- 
plete state control of commissions. Wit- 
ness the recent promulgation of the 
code of ethical practices containing de- 
tailed schedule of commissions on Group 
life insurance which was promulgated 
by the Superintendent of Insurance of 
the state of New York under the rules 
making power conferred upon him by 
statute. 

“While a so-called middle ground or 
self regulation makes a strong appeal in 
theory, it is very difficult to get any 
unanimity of opinion among the various 
segments of the industry in support of 
any specific self regulatory plan. Human 
nature being what it is, no one objects 
to regulating the other fellow but every- 
one dislikes to be regulated themselves. 


Legislative Attempts in N. Y. 


“Several attempts have been made in 
the state of New York to bring about 
legislation in support of a self regulatory 
plan. A bill generally referred to as the 
Rosensweig bill, and sponsored by the 
late Charles S. Rosensweig, has been 
introduced in several sessions of the 
New York legislature during the past 
several years. Another bill, sponsored 
by a former president of a large producer 
group, seeks to accomplish the same ob- 
ject but by entirely different means. 
“The purpose which these bills seek 
to accomplish, ie, self regulation of 
commissions after consultation and vol- 
untary action on the part of company 
and producer groups is a salutory one. 

“The producer groups themselves are 
composed of large city agencies and 
large brokerage organizations which 
maintain extensive staffs to service an 
to help underwrite risk. In fact, some 
of the largest of the producers perform 
many functions of an insurance com- 
pany. Then you have the medium-siz 
brokers and agents who represent the 


(Continued on Page 25) 
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Springfield-Monarch 
Affiliation Progresses 


OVER 80% OF STOCK TENDERED 





Springfield Stockholders Authorize Two 
Stock Dividends; Monarch Declares 
Special Cash Dividend 


Over 80% of Monarch Life Co. stock 
has been tendered to be exchanged for 
Springfield Fire and Marine stock in 
connection with the proposed affiliation 
of the two Springfield, Mass., com- 
panies, it has been jointly announced 
by Presidents S. Dwight Parker of 
Springfield and Frank S. Vanderbrouk of 
Monarch. 

Tender of 80% of Monarch stock was 
a prerequisite to affiliation. Directors 
of Springfield have extended the period 
for making tenders by Monarch stock- 
holders from May 29 to 3:30 p.m. on 
July 1 in order that any Monarch stock- 
holders who had not tendered their 
stock might have an opportunity to do so. 

To complete the affiliation, Springfield 
stockholders are to authorize the issu- 
ance of up to a million additional shares 
of common stock to be used in exchange 
for Monarch stock. This action will be 
presented to the stockholders at a 
special meeting to be held on July 1. 

Monarch Special Dividend 

Monarch declared on June 3 a special 
dividend of 31% cents per share to its 
stockholders. This dividend was de- 
clared in order to give Monarch stock- 
holders who tender their shares the 
benefits of a full one-half year’s affilia- 
tion with Springfield. Since June 6 was 
the record date for declaration of Spring- 
field’s third quarter dividend and since 
the necessary corporate action on Spring- 
field’s part to make the affiliation with 
Monarch effective will not have been 
taken until July 1, Monarch stockholders 
will not participate in Springfield’s third 
quarter dividend. 

At a special stockholders’ meeting May 
28 Springfield stockholders authorized 
the directors to declare two stock divi- 
dends—one in a common stock at the 
rate of three-sevenths of a share for each 
share of stock held and the other in a 
new $10 par value preferred stock at 
the rate of one-tenth of a share for 
each share of common stock presently 
held. These stock dividends have been 
voted by the Springfield board and will 
be payable on June 16 to stockholders 
of record on June 6, 


Vey and Jordan Are 


Promoted by Hanover 


_The Hanover Insurance Co. and the 
Fulton have elected James H. Vey, secre- 
lary, as vice president and named Dan 
W. Jordan, state agent as assistant secre- 
tary. Mr. Vey will assume the duties 
attendant to the vice presidency of the 
anover and Fulton, and Mr. Jordan 
will succeed Mr. Vey in supervision of 
Production and underwriting of the com- 
panies’ business in New York State. 


Danahy Talk 


(Continued from Page 24) 











great middle class, medium volume 
Producer in the industry. At the 
lower level you have part time broker 
or agent who is engaged in some other 
activity and is merely handling insur- 
ance as a side line with varying degrees 
of efficiency, competency and service. 
aa, Diversity Among Producers 
Needless to say with such diversity 
among the producers you run into hope- 
€ss disagreements and overwhelming 
resistance from within the producers own 
ranks as to what type, if any, self regu- 
latory plan should be enacted. Likewise, 
among the companies there is no 
unanimity of opinion on this subject. 
" hen so many of the contracting parties 
there 4, 2Bree even among themselves, 
Reid 'y very little hope of reaching a 
al agreement between producers on 


one side and the companies on the 
Other,” 


Brodeur in New England 


Field for Excelsior 


Forrest H. Witmeyer, president of 
Excelsior Insurance Co. of New York at 
Syracuse, announces the appointment 
of William A. Brodeur to handle the 
New England territory formerly super- 
vised by Earl F. Casey of Warwick, 
R. I. Mr. Casey left the company to 
go with one of Excelsior’s agencies in 
Rhode Island. 

Mr. Brodeur handled Connecticut and 
western Massachusetts for the Excelsior 
for almost two years until April 1, 1957, 





Insured Portion 


AGENCY ACCOUNTANTS MEET 

Dr. Neal Bowman of the National As- 
sociation of Manufacturers will address 
the meeting of the Association of Insur- 
anee Agency Accountants of New York 
City at the luncheon meeting Monday, 
June 23, at the Railroad and Machinery 
Club, 30 Church Street, Michael Matz- 
kow of J. S. Freylinghuysen Corp. is 
president of the association. 





when he went with another company as 
part of the company’s “belt-tightening” 
program. As of March 1 he returned 
to Excelsior. 





Uninsured Portion 


Producers who fail to sell full coverage to 


customers are losing out on opportunities to build 


extra premium volume. They are also jeopardizing 


customer good will by neglecting to provide 


the protection policyholders need, in case of loss. 


A folder entitled “Are You Being Pennywise?,” 


designed to pave the way for selling insurance to 


value, has been prepared for use by Great American 


producers. Ask the Great American 


fieldman in your area to show 


you samples. Or, write 
directly to the Company. 
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Miller Retires From 
Royal Exchange Group 


WAS ADVERTISING MANAGER 





Has Had Long Career in Advertising 
and Publicity; Plans to Continue 
in This Field 





After 21 years as advertising and 
publicity manager with the Royal Ex- 
change Group, Wallace Miller retired 
on June 15. A luncheon was given him 
by his associates and at a <pecial func- 
tion in the company offices he was pre- 
sented with a gold modern wrist watch 


inscribed with the sentiments of his 





WALLACE MILLER 


many friends on the Royal Exchange 
Group staff. Mr. Miller has long been 
one of the prominent figures in the 
insurance advertising field. 

Before going with the Royal Exchange 
in 1937, Mr. Miller was associated with 
the public relations department of the 
National Board of Fire Underwriters 
for several years, prior to which he was 
advertising and publicity manager of the 
Norwich Union and Phoenix Assurance 
Companies when these companies were 
affiliated. He was, before that time, 
creative and advertising production exec- 
utive with Seaman Advertising Agency 
and a reporter on the New York World. 

Mr. Miller attended Harvard and 
Columbia Universities. He is a member 
of Alpha Delta Sigma fraternity, Adver- 
tising Club of New York, American 
Association for the Advancement of 
Science, and was at one time interested 
in the Departments of Investigative 
Science and Psychology of Columbia 
University Extension. 

During the past few years Mr. Miller 
became interested in the study and re- 
search of markets and trends and he 
subsequently completed courses in securi- 
ties evaluation and market analysis. 

After a brief vacation Mr. Miller plans 
to resume activity in some form of ad- 
vertising and publishing work and an 
announcement to this effect may be made 
later. 





Maude A. Unzicker Dies 


Maude Aldridge Unzicker, Summit, 
N. J., died June 13 at St. Luke’s Hospi- 
tal in New York City after a short ill- 
ness. Mrs. Unzicker was the wife of 
Willard E. Unzicker, treasurer of the 
America Fore companies of the America 
Fore Loyalty Group, and immediate past 
president of Afco, national premium 
financing organization, New York City. 

In addition to her husband, Mrs. 
Unzicker is survived by her daughter, 
Mrs, Philip W. Tawes of Crisfield, Md.; 
a brother, Claude Aldridge of Houston, 
Texas; a sister, Mrs. Ray Wilder of 
Houston, and three grandchildren, 
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25th Anniversary for 
Theurer Agency in N. Y. 


HEADED BY J. B. THEURER 





Under His Leadership Agency Has 
Grown to Sizable Multiple Line 
Operation; Key People on Staff 





The Theurer Agency, Inc., one of the 
leading downtown New York multiple 
line agencies, headed by John Beier 
Theurer, will observe its 25th anniver- 
sary on July 7. The two oldest com- 
panies in the agency are the Yorkshire 
Insurance Co., and the American & 





JOHN BEIER THEURER 


Foreign of the Royal-Globe Insurance 
Group, both represented for 25 years. 
Newly added to its list of companies is 
the United States Fire of Crum and 
Forster Group. Others represented are 
American National Fire, Globe & Re- 


public, American Equitable, St. Paul 
F. & M., Mercury, Merchants Fire, 
Reliance and Indemnity Marine Assur- 
ance Co. 


Over the years Mr. Theurer has done 
a thorough job in agency building. He 
started with offices at 102 Maiden Lane 
with four employes, and three years 
later the office moved to 116 John Street 
where headquarters have been maintained 
ever since. Presently the agency staff 
consists of 25 employes. It conducts a 
departmentalized operation with the 
emphasis on multiple line development. 

J. Beier Theurer is now approaching 
his 48th year in the insurance agency 
business. From 1912-1923 he was con- 
nected with Jones & Whitlock, Inc., 
inland marine specialists, serving as its 
treasurer for many years. With his 
intimate knowledge of inland marine it 
was natural that the Theurer Agency 
would specialize at first in these lines. 
However, it wasn’t long before Mr. 
Theurer expanded his facilities to in- 
clude casualty and fire. 

In the late 1930’s he established the 
Theurer-Hernandez Corp. with Leon C. 
Hernandez since retired. This corpora- 
tion is identified with the country-wide 
fire facilities of the agency, thereby pro- 


Douglass Asks Stiffer 


Fines on Auto Violations 


Robert B. Douglass, treasurer of the 
New York State Association of Insur- 
ance Agents and prominent north coun- 
try insurance agent, called for stiffer 
fines and punishment in case of motor 
vehicle violations in a speech before the 
St. Lawrence County Magistrates Asso- 
ciation at Canton. 

Mr. Douglas pointed out that there 
were three ways in which accidents can 
be reduced: State authorities must mod- 
ernize and impartially enforce sound 
traffic and driver licensing laws; ade- 
quate information must be given to the 
public about the breadth of the traffic 
accident problems; and courts should 
set the punishment properly to the 
crime. 

Most of this discussion concerned the 
last item and he pointed out the great 
disparity in fines comparing motor 
vehicle accidents with other types of 
accidents. He gave specific instances of 
small fines and even suspensions which 
do little to bring home the severity of 
the problem to the motoring public. 


JOINS RIEDMAN AGENCY 
Riedman Agency Inc., Rochester, 
N. Y., announces that Frank J. Riedman, 
Jr., has joined the organization as an 
associate and as manager of its liability 
underwriting and service department. 








viding “across the board” coverages in 
the interest of service to its brokers. 

Mr. Theurer is one of the Republican 
party’s bigwigs in Hudson County, New 
Jersey, being chairman of the County 
Committee and Commissioner of Elec- 
tions, a post he has held since 1939. He 
is proud of the fact that he has heen 
a delegate to national conventions of 
the party since 1932. Recently he was 
reelected state president of the County 
Boards of Election in New Jersey, this 
being an office held since 1938. 

J. Courtney Theurer, his son, is assist- 
ant treasurer and office manager of the 
agency. Mr. Theurer, who is a graduate 
of Blair Academy and attended Wash- 
ington & Lee University, has been with 
the agency for the past 17 years and 
is well regarded in agency and brokerage 
circles. He directs the casualty de- 
partment. 

A. C. Scheer, secretary of the corpo- 
ration, has been with Mr. Theurer since 
inception of the agency. He heads the 
burglary and compensation division in 
the casualty department. 

Howard G. Buckley, assistant secre- 
tary, is manager of the inland marine 
and multiple line production department. 
He has a background of about 25 years 
in the inland marine field and is also 
active in insurance educational work. He 
has lectured before classes in the In- 
surance Society’s School of Insurance. 

James D. Martin, alse a marine insur- 
ance expert, handles ocean and inland 
marine underwriting. He came to the 
Theurer Agency in 1955 and prior to 
that had marine insurance underwriting 
experience with the Pacific Fire. 

Head of the fire department is James 
P. Gaynor who has a background of 35 
years in the fire insurance field. 

President Theurer reports that 1957 
was the agency’s best production year 
to date and he anticipates continued 
healthy growth in all departments this 
year. 





Jaffe on Commissions 
From Agent’s Viewpoint 


AT EASTERN CPCU_ INSTITUTE 





Discusses Claim-Handling Costs, Con- 
tingent Payments, Amount of Service; 
Gives Views on Fee Proposals 





Discussing various problems of insur- 
ance commissions before the Eastern 
CPCU Institute, Storrs, Conn. on June 
llth, Alfred I. Jaffe, vice president, 
Jaffe Agency, Inc. New York City, 
pointed out there is no one solution 
that will satisfy all critics of present 
schedules. Mentioning that policyholders 
and company stockholders also had a 
strong interest in the commission struc- 
ture, Mr. Jaffe confined his remarks to 
the arguments for and against the pres- 
ent setup as seen from the viewpoints 
of the producer and the company. 

“Some company men argue that the 
producer should not benefit from losses 
that drive both rates and commissions 
higher,” Mr. Jaffe said, “and they feel 
that higher rates due to classification 
or territory should not create additional 
commissions.” 

On the other hand he showed that 
producers also have arguments on their 
side. “Producers’ claim-handling costs 
go up in direct ratio to the number of 
claims and higher claims costs cause 
higher overhead. Higher premiums 
mean more selling costs, as they create 
a greater target for the direct writer, 
and also cause more complicated—and 
expensive—office detail and financing and 
billing costs. Finally, higher classifica- 
tions call for greater skill, effort, time 
and other intangibles in placing the 
risks in today’s market.” 


Contingent Payments 

While Mr. Jaffe agreed that producers 
should not have a vested interest in 
losses, he felt that perhaps having their 
compensation a bit more on contingent 
commissions and perhaps a bit less on 
over-writing will bring the partnership 
closer together. The difficulty in this, 
he said, is that many losses are com- 
pletely beyond the producer’s ability to 
control. 

“Some company men feel commissions 
should be based on sales effort,” Mr. 
Jaffe continued. “Where there is a 
‘silent salesman’ in the form of a com- 
pulsory law, etc., sales efforts are les- 
sened and require less compensation.” 
While recognizing the truth of this argu- 
ment, Mr. Jaffe pointed out that some 
lines are under-paid because of “silent 
competition” present. He cited commer- 
cial forms of inland marine where there 
is competition from carriers on trans- 
portation lines, from the U. S. Govt. on 
parcel post insurance and from mainten- 
ance companies on neon sign floaters, 
etc. 

Mr. Jaffe stated that the amount of 
service required by producers should 
also affect commission level for various 
lines. Today’s general broadening of 
forms has produced numerically more 
losses and endorsements in relation to 
the additional premiums _ generated. 
“Increase in the complexities of our 
business—and business generally—calls 
for greater skill and more time and 


these should be paid for,” he said. 
Qualifications 
Approaching another phase of the 


problem, Mr. Jaffe remarked that many 
company officials agree that the prob- 
lem is not so much to cut commissions 
as it is to have all producers measure 
up to the full responsibilities for which 
they are paid. “Too many local agents 
are more concerned with free blotters 
and the company of field men on every 
sales call than they are with earning 
their keep,” he said. Part of the blame 
for this, Mr. Jaffe felt, must be placed 
with companies who make indiscriminate 
appointments. 

In conclusion Mr. Jaffe brought up 
the question of substituting a service 
fee for commissions. In general he did 
not think it would work since the public 
looks upon insurance as a business, not 
a profession. 
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Maryland Agents Put fa 


. I 
“Independent” in Name > 
The Maryland Association of Insur- ) 
ance Agents, at its annual meeting last J 
week at Ocean City, changed its nameto FF 
the Independent Insurance Agents Ass0- 
ciation of Maryland. I 
The association also adopted a resolt- e 
tion petitioning the companies to clarily 
their interpretation of policy contracts n 
with respect to loss liability, particularly 
with respect to the meaning of “col- 
lapse” coverage, insofar as damage may 
occur without a part of a building falling 
to the ground or becoming detached from th 
a building. The resolution asks the com- Ps 


panies to: i 2 
“1. Set up machinery, if necessary, t0 C 


promptly as the occasion demands pro an 
mulgate such interpretations of policy J. 
contracts where ambiguity exists, as may wl 
be expected to be sustainable in a court Ing 


of law, and based upon the opinions 0 F h 
competent legal counsel, and that. al : De 
companies endeavor to support opinions a 


thus obtained to promote uniformity 0 age 
interpretation of identical contracts 4 — 
to similar situations. 4 

“2. That in the public interest the Ne. 


standard Dwelling Special Form, the Spe F 

cial Dwelling Endorsement for Home- | 
owner’s ‘B’ policy, and Homeowners 
‘C’ policy as respects building coveragt 
be amended to clearly provide as_broa 
protection in every respect as the ‘Dwell: 
ing Broad Form,’ thus making each suc f 
ceeding policy of the several forms "ff 
popular use, i.e. (1) fire and lightning 
(2) fire and lightning with extended cov F 
erage, (3) fire and lightning with & 
tended coverage and additional exten¢é 
coverage, (3) broad form and (5) tht 
special form provide just as much pt 
tection, in every respect, as the one prt 
ceding.” 
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Presides at Meeting 


Of New York Agents 





Matar 
WILLIAM A. HANSSLER 


The New York City Insurance Agents 
Association, Inc., held its final luncheon 
mecting of the 1957-58 season Monday at 
the Drug & Chemical Club with Presi- 
dent William A. Hanssler presiding and 
Julius Ullman, chairman of executive 
committee, and Harry F. Legg, executive 
secrctary-treasurer, addressing the group. 
Members of 


the insurance press were 
present as guests. 
A review of activities of the year 


shows that membership of the associa- 
tion has manifested an active interest in 
the current conditions of the industry. 
At the request of the Insurance Depart- 
ment, representatives have attended 
hearings on the commercial block and 
other policy forms. 

Guest speakers at the meetings this 
year have been: Superintendent of In- 
surance Julius Wikler, Vice President 
New York State Association of Insur- 
ance Agents Arthur Blum, Regional Vice 
President New York State Insurance 
George Kramer and Executive Secretary 
New York State Association John 
Jordan. 

The association has been honored by 
election of William A. Waters as a di- 
rector of the state association and Albert 
E. Mezey as a member of the executive 
committee. 


N. Y. City Agents Assn. 
Sets Sept. 9 for Golf Party 


The fifth annual golf tournament of 
the New York City Insurance Agents 
Association, Inc. has been set for Tues- 
day, September 9, at Rockville (L.1.) 
Country Club. Preparations for this 
annual party are in the hands of Frank 
J. Rogers, president of his own agency, 
who is chairman of a committee consist- 
ing of J. Courtney Theurer, assistant 
secretary, Theurer Agency, Inc.; Her- 
bert Ray of Leslie D. Forman & Co. and 
David C. White, president of his own 
agency, 








WEGHORN ON COMMISSIONS 
New York City Agent Sees Producers 
Performing More Services for As- 
sureds Than Ever Before 

nsurance men must be prepared to 
Make concessions for the common good, 
John C. Weghorn, president of the John 
C. Weghorn Agency, told the insurance 
section of the Young Men’s Board of 
rade June 17 at the organization’s 
luncheon meeting. 

No agent or broker wants to give up 
commissions on business he has_ pro- 
cured,” he said. “But when losses are 
running high, expenses are soaring and 
ranPetition is at its keenest, no sales- 
an can stick rigidly to a standard of 


remuneration which does not take the 
economic facts of life into consideration. 
By the same token, no company man 
can afford to look only at commissions 
as a source for curbing costs.” 

Mr. Weghorn said that there must be 
a willingness on the part of all concerned 
to sit down together at the meeting table 
and work things out. “Agents and brok- 
ers must do a:job commensurate with 
the commissions they receive, and com- 
panies must stop paying high commis- 
sions to agents and brokers who don’t 
do the job for which they are paid,” he 
said. 

“T also believe, however, that where 


agents and brokers are performing a 
greater service than they are being com- 
pensated for, their commissions should 
be increased. You should not forget 
that while practically every insurance 
speaker calls upon producers to justify 
their service, with the implication being 
that they are not doing so, hundreds 
and hundreds of brokers and agents in 
this city and throughout the country 
are performing more services for their 
assureds today than ever before in the 
history of the business.” 

Mr. Weghorn, who is a past president 
of the New York City Insurance Agents 


Association, declared that he was “a 





little bit tired of hearing insurance 
leaders from the producing ranks as 
well as from the company ranks con- 
stantly directing their fire at the agents 
and brokers.” 





JAMES W. PRICE DIES 
James W. Price, 67, chief agent for 
Canada and eastern Canada manager of 
the Union Insurance Co. of Canton and 
its affiliate companies, died recently in 
Toronto, Ont. Mr. Price was well known 
in the Canadian fire insurance business. 





10,000 DOORBELL 





(for agents and brokers only) 


This is a doorbell. 


Rung often enough, it’s worth real money to you. 


When you are selling the best—The Home— 


you'll get the best new business! 


Why not ask for it—now. 


The business will be there! We're heading for more people, more jobs, more 





income and savings, more production and more needs than ever before in history. 


We'll help you, too, with everything you need for a real bell-ringing drive. 
See your Home fieldman for the aids you can use! 


The HOME 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Prsunrance Company 


Property Protection since 1853 
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John Diemand, North America Head, 
Completes 25 Years With Companies 


John A. Diemand, president of the 
North America Companies in Philadel- 
phia, marked his 25th anniversary with 
those companies yesterday, June 19. He 
is one of the distinguished insurance 
executives of this country, is known 
throughout the world for his develop- 
ment of foreign business and especially 
in Latin America for his active leader- 
ship in the Hemispheric Insurance Con- 
ference. In this country Mr. Diemand 
has long championed multiple-line un- 
derwriting, the American Agency Sys- 
tem and the rights of companies to act 
independently with respect to rates and 
forms of coverages. 

Mr. Diemand’s insurance career covers 
55 years and began when he was 17 
years old. As a boy, Mr. Diemand en- 
joyed none of what today are known as 
“advantages” — wealth, social positon, 
higher education. Born in Philadelphia 
January 19, 1886, young Diemand was 
an orphan at six. For two years he 
lived at the home of a neighbor. Then 
he entered Girard College, founded by 
merchant Stephen Girard, to provide a 
home and basic education for poor 
orphan boys. 

Enters Insurance 

A typewriter salesman asked Diemand 
to demonstrate a typewriter to a pros- 
pective customer, the Philadelphia Cas- 
ualty Co. Armed with the stenography 
he had learned‘at Girard, the would-be 
engineer demonstrated his friend’s type- 
writer by rattling off several letters 
dictated by the head of the claims de- 
partment of the casualty company. 

Diemand’s chance contact with insur- 
ance was the turning point in his life. 
While demonstrating the typewriter, 
he became more and more interested in 
the subject matter of the correspondence. 
At the end of the demonstration, Die- 
mand asked the claims manager for a 
job. In reply the latter thrust a fresh 
crop of dictation at him and announced 
that his salary would be eight dollars 
a week. 

He was promoted in 
examiner. Three years 
24, he was named head of the claims 
department. In that same year, 1910, 
Fidelity and Deposit of Maryland ab- 
sorbed the Philadelphia Casualty and 
Mr. Diemand moved to Baltimore, re- 
taining his job as head of claims. 

Joined Zurich in 1913 

For the next three years he built up 
his experience in surety and _ fidelity 
insurance, leaving Fidelity and Deposit 
in 1913 to take over the post of claims 
chief of Zurich General Accident and 
Liability, a Swiss concern which had 
just entered the U. S. insurance field. 

Mr. Diemand’s rise with Zurich was 
rapid. In 1914 he became superintendent 
of agents in addition to head of the 
company’s claims department, and in 
1916 he organized the eastern seaboard 
into a separate department for Zurich 
and became its head. In 1921 he was 
named assistant manager for the United 
States. 

Mr. Diemand in 1928 joined Southern 
Surety of New York as executive vice 
president. Two years later the Home 
Insurance Co. took over Southern Surety 
and Mr. Diemand assumed responsibility 
for operating both Southern Surety and 
a newly-launched addition to the Home 
group, Home Indemnity. 

Goes With North America in 1933 

Mr. Diemand’s association with North 
America Companies dates from June 19, 
1933. In that year he accepted the post 
of executive vice president of Indemnity 
Insurance Company of North America. 

Indemnity was a sick company when 
he took over the helm. In 1932, some 
41 of the 60 stock casualty companies 
licensed in New York lost money—and 
Indemnity Insurance Company of North 
America was one of the eight top losers. 
In that gloomy year, for every dollar 
received in premiums Indemnity paid 


claims 
barely 


1907 to 
later, 











Cal and Don Young 


JOHN A. DIEMAND 


out $1.16 in operating expenses and 
claims. 

Chief ingredients in Mr. Diemand’s 
reform scheme were: increase paying 
business, drop or reform losing business, 
eliminate administrative waste. 

For the remainder of 1933 he kept 
close watch on the operations of his 
patient. Among other things, he wanted 
to determine how many key people in 
Indemnity could be made into successful 
casualty men, to avoid the personnel 
changes which could slow down the com- 
pany’s upward progress. The end of the 
year saw a slight improvement in the 
overall casualty picture. 

Within a year, Mr. Diemand’s new 
broom had. slashed Indemnity’s net 
deficit to $487,186, and in 1935, under his 
direction, the company chalked up $237,- 
O81 in profit, its first since 1928. 

By 1938, Indemnity’s profit had been 


hiked to $1,203,315, with four of its 
heavy losers—automobile, public lia- 
bility, non-auto liability, and surety— 


out of the red. Two years later, work- 
men’s compensation, biggest loser of all 
during the depression, was in the black. 


The Presidency 
On March 20, 1941, Mr. Diemand was 
elected president of Insurance Company 
of North America Companies, succeed- 
ing John O. Platt, and Herbert P. Stell- 
wagon took over the reins of Indemnity. 
At ceremonies commemorating the 
150th anniversary of INA the following 
January, Mr. Diemand delivered a 
speech which stated his position on in- 

surance matters. He said: 
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Fully prepared through long experience to intel- 
ligently serve those Underwriters who demand 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WoOrth 4-1981 


“Every company should have the 
privilege of meeting the requirements 
of any policyholder at any time as long 
as there is no law or ruling of an In- 
surance Department to prevent it. The 
time to take down the bars of company- 
made regulation and restriction is at 
hand. Every artificial barrier in any 
way limiting or restricting the insurable 
requirements of a policyholder should 
be torn down; whether this involves 
amendment to present contracts or 
change in methods is immaterial. No 
policyholder should suffer because of 
arbitrary or unreasonable restraints im- 
posed by company organizations. 


Multiple Line Anticipated 


“We suggest this is the time for 
legislatures to permit companies to apply 
for all-risk fire and casualty charters. 
Lately, the trend has been to incorporate 
in one policy so-called comprehensive or 
blanket coverage. It is a wise trend in 
the interest of the policyholder and 
should be encouraged to the limit. Under 
an all-risk charter, we would issue one 
policy to cover the entire exposure of 
any policyholder, both fire and casualty. 

“Tt is our firm conviction that if there 
is sufficient redundancy in rates to war- 
rant the extension of certain privileges 
to one group of agents in a given status 
as opposed to another group in the 
same status, that such excess should be 
resolved in favor of the assured through 
a reduction in the rate for the insurance 
desired.” 


Interpretation of Public Law 15 


With energy but no outstanding suc- 
cess, Mr. Diemand and the North Ameri- 
ca carried the fight against the All- 
Industry bills into 17 states after the 
SEUA decision. He rejected contention 
of the majority of companies that to 
amend the bills was to invite Federal 
regulation, and he stated his own inter- 
pretation of Public Law 15 as follows: 

“Congress and the Supreme Court 
placed squarely before the legislatures 
of the various states the problem of 
eliminating fixed commissions, fixed 
rates, compulsion of independents, and 
restrictions on underwriting initiative. 
When they did so, they placed no 
limitation on the method in which these 
problems were to be solved other than 
to say that if a solution was not reached, 
then and then only would the force of 
the Federal government be brought to 
bear.” 

In a speech in the late 1940s, during 
the battle over the All-Industry bills, 
Mr. Diemand said: “The All-Industry 
bills pay lip service to the right to 
deviate, but the deviation can be dis- 
proved, not merely on the ground that 
the new rate is not up to the standards 
of the act but also on the nebulous and 
undefined ground that it is not ‘justi- 
fied’.” 

Withdrawal From Associations 


Concurrently with his fight to secure 
state legislation which would recognize 
INA’s “right to initiate,” Mr. Diemand 
was waging a similar battle with insur- 
ance trade associations, Between 1945 


Intermediaries 










PHOENIX, CONN., CHANGES 


Gilbert State Agent and Porter Special 
In Southern Connecticut; Tracy 
Supervises Territory 
The Phoenix of Hartford Insurance 
Companies announce appointments of 
Craig E. Gilbert to state agent and 
Harold F. Porter, Jr., to special agent 
in the southern Connecticut field. The 
territory is under the over-all super- 
vision of Manager S. Gray Tracy of the 

Hartford district office. 

A graduate of the University of Con- 
necticut and a veteran of the United 
States Air Force, Mr. Gilbert joined the 
Phoenix in 1952 in the home office west- 
ern underwriting department. In 1954 
he was transferred to the Connecticut 
field office and was appointed special 
agent. He was transferred to New 
Haven in 1956. 

Special Agent Porter was employed 
by Phoenix in 1952 in the home office 
underwriting department. In 1955 he was 
transferred to the Wilkes-Barre, Pa. 
office. Mr. Porter is a graduate of the 
University of Connecticut. 

Special Agent Walter B. Allen, Jr, 
also augments the staff of State Agent 
Gilbert. They will continue to make 
their headquarters at 25 Whitney Ave- 
nue, New Haven. 





and 1950, Mr. Diemand withdrew North 
America from all the trade associations 
to which it had belonged for years. 

In each case President Diemand’s 
position—that a majority vote of an asso- 
ciation could not abrogate North Ameri- 
ca’s legal rights—clashed with the feel- 
ings of most members of the associations, 

Withdrawal From Bureaus 

To make independence more complete, 
Mr. Diemand also cancelled North 
America’s membership in 20 rating bu- 
reaus while retaining a subscribers 
relationship with them. At the same 
time he standardized the commissions of 
North America agents, doing away with 
the “excepted cities” doctrine which had 
meant higher commissions for agents in 
such cities as Chicago, Boston, and 
Philadelphia. 

Multiple Lines 

For a generation, Mr. Diemand had 
dreamed of the day when an agent might 
sit down with a client and in a single 
policy write coverage for all the client's 
risks. European companies were ahead 
of their American counterparts on this 
score, due to U. S. laws which sealed 
marine, fire and casualty insurance in 
separate compartments, and forced 
American companies to create affiliates 
whenever they wished to expand into a 
new line of insurance. 

During his years with Zurich General, 
Mr. Diemand had become familiar with 
the multiple-line concept, and when he 
joined Indemnity Company of North 
America in 1933 he took an important 
step in that direction. The burglary de- 
partment wrote a residence policy cover- 
ing vehicle damage, water damage, 
explosion of heating or plumbing, glass 
breakage, personal liability, and medical 
reimbursement insurance, in addition to 
burglary and theft. All it needed was 
fire and extended coverage to make !t 
a bonafide multiple-line policy. 

First Package Policy 

Finally, in 1950, President Diemand 
realized his dream with the introduction 
of the North America Homeowners 
Policy. The policy provides fire and 
extended coverage on a dwelling, house 
hold goods, and personal property (fire. 
lightning, wind, explosion, glass break- 
age, hail, riot, vehicle or aircraft dam- 
age, vandalism and smoke); theft 
surance; and liability insurance witli 
medical payments coverage—all at a cos! 
roughly 20% under that of the assorted 
coverages bought separately. 

Over the years he _ has gradually 
eliminated subsidiaries and consolidated 
operations within the North America 
group. He tore down the companies 


departmental structure, which he a 
was unsatisfactory, and decentralize 
authority through the service offices 


Accounting and statistics, once a purely 
(Continued on Page 30) 
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SPRINGFIELD PROMOTIONS 





Vice Pres. Wessendorf Transferred to 
Home Office; Reutepohler Made Vice 
Pres.; Roberts Asst. Sec’y. 

Roy E. Wessendorf, vice president of 
the Springfield Insurance Companies at 
San Francisco, has been transferred to 
the home office in Springfield, Mass.; 
Secretary Russell R. Reutepohler has 


E 





ROY E. WESSENDORF 


been advanced to vice president in San 
Francisco, and Superintendent Wolffe 
W. Roberts has been elected assistant 
secretary at San Francisco. These 
changes become effective July 1. 

Mr. Wessendorf, who has been ad- 
ministrative head of the Pacific depart- 
ment in San Francisco, is being trans- 
ferred to the home office as vice presi- 
dent in charge of all the companies’ de- 
partmental offices. He was graduated 
from the University of Missouri with 
B.A. and M.A. degrees and joined the 
companies’ Chicago staff in 1926. In 
1947 he was appointed superintendent of 
agencies in charge of inland marine op- 
erations for the entire Western depart- 
mental territory. Later he handled pro- 
duction for all lines of insurance in sev- 
eral western states and was elected 
secretary at Chicago in 1948. He was 
elected vice president and_ transferred 
to San Francisco in 1955. 

Mr. Reutepohler joined the Pacific de- 
partmental office in 1955 as manager of 
the casualty and bond division and was 
elected secretary later the same year. 





Ledbetter Reelected 
President of the SEUA 


John H. Ledbetter, general manager, 
Southern department, Hartford Fire 
Group, Atlanta, was reelected president 
of the South-Eastern Underwriters As- 
Sociation, at its 76th annual meeting 
June 11 at Hot Springs, Va. 

Walter J. Christensen, executive vice 
President, America Fore-Loyalty Group, 
Newark, N. J., was reelected vice presi- 
dent. John P. Woodall, Atlanta, was re- 
elected manager of the SEUA. 

The South-Eastern Underwriters As- 
sociation, founded in 1882 and located in 
Atlanta, is said to have established the 
first scientific fire insurance rating sys- 
tem. It operates the rating bureaus in 
Alabama, Florida, Georgia and South 
Carolina and performs fire insurance en- 
Sineering services in those states and 
North Carolina and Virgina. 





RICHARDSON CHAIRMAN 
Stuart H. Richardson, resident vice 
President of the St. Paul Fire & Ma- 
tine, has been reelected chairman of the 
committee on finance and a director of 
the New York Board of Fire Under- 
Writers. A. E. Heacock, president of the 
acific Insurance Co. of New York, 


Continues as vice chairman of the com- 
mittee, 


N. Y. Agents Ask Harriman 
For Highway Safety Aid 


Herbert S. Brewer of Lockport, presi- 
dent of the New York State Association 
of Insurance Agents, has written to 
Governor Harriman and the legislative 
leaders calling for a crash program 
effectively to combat the tremendous 
toll of automobile accidents. Mr. Brewer 
pointed out that the recent airplane 


crashes had brought forth a tremendous 
wave of public and legislative clamor 
to stop the loss of lives through such 
accidents, whereas the much greater 
accident producer, the automobile, 
seemed to go somewhat unheeded. 
Mr. Brewer in his letter pointea to 
the resolution passed by the association 
at its recent convention in Syracuse 
calling for prompt and forthright action 
and he pledged the entire resources of 
the association to assist the Governor 
and the legislature in developing and 
implementing the crash program. 


Frost, Magrath, Mezey 
N. Y. Board Directors 


President Eugene C. Richard has ap- 
pointed the following as members of the 
board of directors of the New York 
Board of Fire Underwriters for 1958 
1959; Norman C. Frost, vice president, 
Home Insurance Co.; J. J. Magrath, sec- 
retary, Federal Insurance Co., and Al- 
bert E. Mezey, president, Hoey, Ellison, 
Frost, Mezey, Inc. 
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This current America Fore—Loyalty Group advertisement will 


' tell 100,000,000 readers of the national magazines below about the 


importance of buying insurance through an independent agent. 
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Aetna Builder’s Risk 
On Sloop “Easterner” 


PROSPECTIVE CUP DEFENDER 


Built for Boston Syndicate Headed by 
Hovey, Sloop Will Enter Prelim- 
inary Trials Next Month 


Soon to be compteted at the boatyard 
of James E. Graves, Inc. in Marblehead, 
Mass., the “Easterner,” one of the 12- 
Meter Class sloops being built for thc 
America’s Cup match of 1958, is in- 
sured under a builder’s risk policy by 
the Aetna Insurance Co. through Brewer 
& Lord, general agents of Boston. 

Built for’ a Boston syndicate headed 
by Chandler Hovey, the sloop was de- 
signed by Ray Hunt, who worked with 
five different models in the Stevens In- 
stitute testing tank before he was satis- 
fied. Luders built the 85-foot aluminum 
masts for the boat, which will be ready 
to race by the end of June. 

Preliminary trials are scheduled off 


Newport, R. IL, for July 12-19. After 
that will come the New York Yacht 
Club cruise in waters between New 


London and Cape Cod, August 1-9. A 


week after the cruise the observation 
trials will start off Newport and the 
final trial series will begin there on 


September 1, continuing until the de- 
fender is selected. By September 13 
the New York Club must name its de- 
fending boat, a week before the start 
of the actual races for the cup against 
the British challenger “Sceptre.” 

The New York Yacht Club, organized 
July 30, 1844, is the first of any per- 
manence in the United States. Since 
the Stevens Brothers’ Yacht “America” 
won the Hundred Guinea Cup off the 


south coast of England in 1851 and 
brought it to this country, the New 
York Club has been its home. In 1857 


the surviving owners of the “America” 
set up the cup as a perpetual challenge 
trophy for friendly competition among 
yacht-racing countries. Its name was 
changed to the America’s Cup and it 
immediately became the most sought- 
after trophy in the yachting world. 
Since 1881 all of the competing yachts 
have been sloop-rigged. The 1958 match 
follows the general conditions of those 
before World War II when Sir Thomas 
Lipton’s “Shamrocks” and T.O.M. Sop- 
with’s “Endeavors” sought unsuccess- 
fully to defeat the American entries. 
Differences are largely due to the 70- 
foot length of the competing Twelves 
compared with the 130-foot o.a. Class J 
sloops of the ’30s when the challenger 
had to be sailed across th Atlantic. Re- 
moval of that provision permits a 
lighter boat and gives the Royal Squad- 
ron’s contender a better chance at the 
Cup. The course will be 24 miles long 
instead of 30 and instead of an observer 
from the Royal Yacht Squadron and the 
New York Club riding the other club’s 
sloop during the race, the challenger 
will have a representative aboard the 
New York Club’s committee boat. 
This will be Mr. Hovey’s fourth at- 
tempt to win the honor of defending 
the America’s Cup. In 1934 his “Yankee” 
lost out to H. S. Vanderbilt’s “Rain- 
bow” by only one second. 





GAB CHANGES IN TENN. 

General Adjustment Bureau announces 
appointment of F. C. Ellis as General 
Adjuster. He will continue to be sta- 
tioned at Memphis, Tenn., where he has 
served as branch manager since June 1, 
1936. W. F. Elmore, Jr., has been pro- 
moted to branch manager at Memphis. 
Mr. Elmore has served as _ assistant 
branch manager at Memphis since June 
1, 1957. 


Many Autos, Dwellings 
Damaged in Big Oil Fire 


Exact cause of the Hancock Oil Co. 
fire at Long Beach, Calif., had not been 
determined last week but it is believed 
an oil storage tank ignited and the fire 
spread to the refinery and about 16 addi- 


tional storage tanks, destroying them 
together with their contents, the result- 
ant damage to refinery equipment, stor- 
age tanks and oil products, tentatively 
estimated at $9,500,000. 

Nature of the combustible materials 
accounted for a particularly heavy black 
and oily smoke, unburned oil as well as 
ashes dropped from the clouds, and a 
preliminary check indicates possible fall- 
out damage in an area comprising about 
800 blocks containing an_ estimated 
16,000 homes, the damage to them rang- 
ing from minor to severe. 

An estimate of from 6,000 to 8,000 auto- 
mobiles suffered damages, and the claims 
will average $10 each. Automobile wash 
racks in the area have set prices from 
$5 to $10 each for removing oil and 
smudge damage, depending on _ the 
severity of the damage. Damage to 
automobile finishes, it would now appear, 
will not result in increased loss if they 
are washed within a reasonable length 
of time. 

Typical damage to dwellings and build- 
ings include discolored siding, both wood 
and stucco, spotted trim, darkened roofs, 
splattered sidewalks, patios and swim- 
ming pools. It is expected that repair 
costs will be increased due to the neces- 
sity of guarding against damage to 
shrubbery, trees and plants by steam 
cleaning and chemical processes. 





New Marine Extinguishers 
Ansul Chemical Co. is introducing two 
new types of marine dry chemical fire 
extinguishers, it is announced by Robert 
A. Scheldt, manager of the recently or- 


ganized marine department. 

The new extinguishers feature special 
salt water resistant undercoatings and 
Ansul marine name plates indicating 
Coast Guard approval. They are avail- 
able in new colors of red, light blue and 
white. The blue and white colors are 
especially toned to match the modern 
interiors of pleasure craft. 

The new types of extinguishers are: 

1. Portable models with 4, 10, 20 and 
30 pound dry chemical capacity. They 
are designed for smaller craft with ac- 
cessible engine compartments. 

2. Fire extinguishing systems, semi- 
portable with 150 and 350 pound dry 
chemical capacity. They are designed 
for the engine rooms of large boats. 
All the equipment above is approved by 
the U. S. Coast Guard. 





Marine Interpretation 


The Committee on Interpretation of 
the Nation-Wide Marine Definition has 
issued Interpretation 117 on radio and 
television towers-buildings. The opinion 
on the following inquiry was in the 
negative: 

“An inland marine insurance policy 
covers loss of earnings sustained during 
necessary interruption of business caused 
by direct physical loss of, or damage to, 
radio and television towers and antennae 
with auxiliary equipment. Is a_ policy 
which would include coverage of loss of 
earnings sustained by reason of damage 
to, or destruction of, the buildings 
housing the equipment classifiable as 
inland marine insurance ?” 





Diemand Anniversary 


(Continued from Page 28) 


home office function, is now handled 
through processing offices across the 
country. 
Forms Life Company 

Believing that an insurance company 
should sell all lines, Mr. Diemand mad? 
it possible for INA to put his belief 
into practice by creating Life Insurance 
Company of North America, which was 
incorporated September 23, 1956. After 
a six-month search, he chose Edmund 
L. Zalinski, CLU, to be executive vice 
president and chief executive officer of 
the new life company. Mr. Zalinski 
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assumed his post April 22, 1957. 

Life Insurance Company of North 
America sold its first policy in Septem- 
ber, 1957, in Lexington, Ky., at cere- 
monies commemorating the 150th anni- 
versary of the founding of the American 
Agency System by INA. To date (June, 
1958) it is licensed in 44 states (including 
Texas, where though licensed, its policies 
have yet to be approved). 

Messrs. Diemand and Zalinski have 
set an ambitious goal for Life Insurance 
Company of North America—one billion 
dollars of insurance in force by 1968. 
With $14,200,000 paid for since January, 
1958, the new company has made a fair 


start toward that goal. 
Directorships and Degrees 
Mr. Diemand is a director of the 


Pennsylvania Railroad, Central-Penn 
National Bank, Philadelphia Electric Co. 
He holds Honorary Degrees from Uni- 
versity of Pennsylvania, Doctor of Laws, 
1957; St. Joseph’s College, Doctor of 
Laws, 1956; Bucknell University, Doctor 
of Laws, 1955; Jefferson Medical College 
& Medical Center, Doctor of Laws, 1951; 
Drexel Institute of Technology, Doctor 
of Science in Commerce, 1951. He is 
chairman of U. S. delegation to Hemis- 
pheric Insurance Conference. 
































It’s Good Business to Do Business with 





A MULTIPLE-LINE COMPANY 


Automobile Reinsurances 
Burglary - Glass Accident and Health 
General Liability Hospitalization 
Fidelity Inland Marine 
Surety Sports Franchises 


Fire and Allied Lines 
























in Keene, New Hampshire. 


Complete Dwelling Package Insurance 


New home of Peerless Insurance Company 
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Appellate Division 
Rules Against Holz 


IN NEW YORK AUTO RATE CASE 





Five Justices Unanimously Concur in 
Remitting Case to Supt. of Insurance 
for “Further Proceedings” 





The Appellate Division, Third Depart- 
ment, New York Supreme Court, in a 
unanimous opinion of 27 pages, rendered 
June 17, annulled the disapprovals by 
former Superintendent of Insurance Lef- 
fert Holz of automobile liability rate 
flings for New York State made last 
October by National Bureau of Casualty 
Underwriters and the Mutual Insurance 
Rating Bureau. Specifically an average 
statewide rate increase of 9.5% was 
sought and despite strong arguments 
presented by the two rating bureaus to 
justify its necessity the Superintendent 
rejected it. 

The Appellate Division’s opinion was 
written by Justice James Gibson and 
concurred in by Presiding Justice Foster 
and Justices Coon, Herlihy and Reyn- 
olds. The decision they reached was that 
the case should be remitted to the Super- 
intendent of Insurance for “further pro- 
ceedings not inconsistent with this 
opinion.” 

In the course of the opinion the Appel- 
late Division stated among other things: 
“We may not question the Superintend- 
ent’s general authority as a matter of 
administrative judgment to reject the 
basis of two-year loss experience, how- 
ever long accepted, and to require the 
use of such other standard as should be 


reasonable. But it is clear that if the 
application of any standard, however 
reasonable in general concept it may 


seem, will cause an illegal and unreason- 

able result in a particular case, the prin- 

ciple of administrative discretion in the 

formulation of standards does not render 

that result invulnerable to attack.” 
Crux of the Case 

“The crux of this case is not the 
propriety as an abstract proposition of 
one rate-making basis or another but is, 
rather, the question whether the rates 
which remain in force by reason of the 
disapproval of the revisions are in fact 
adequate and those proposed unreason- 
able.” 

Further along the Court said: “Our 
conclusion that loss experience has 
worsened since promulgation of the cur- 
rent rates appears to be strongly and 
additionally fortified by all the evidence 
of trends which the record contains. Be- 
cause of delay incidental to the con- 
troversy, opportunity was afforded to 
develop proof of this nature after the 
rate filing had been made.” 

In support of this conclusion the 
Court noted the increase in average 
paid claim costs, increase in frequency 
of motor vehicle accidents, in number 
of persons injured in automobile acci- 
dents in New York per 10,000 cars regis- 
tered, and further noted that members 
and subscribers of the National Bureau 
Sustained over $5,900,000 underwriting 
‘Oss in 1955 on auto liability insurance 
in New York compared with approxi- 
mately $24,000,000 loss for 1956. 

It was also brought out: “Again giving 
effect to the presumption that the cur- 
rent rates were lawfully established and, 
therefore, neither unreasonable nor more 
than adequate, we find in the record no 
substantial evidence supporting the de- 
termination that those rates remain ade- 
quate. That determination would be 
Sound only after a very sharp downward 
loss trend could have been predicted for 
& 7 but, as has been shown, every in- 
lation apparent from the evidence 
Offered in January, 1958, was directly 
to the contrary.” 









Bisson Defends Auto 
Rating Methods 


REAFFIRMS 1957 DECISION 








R. I. Insurance Commissioner Discusses 
Rate Discrimination, Investments, 
Solvency and Loss Projections 





Rhode Island Commissioner George A. 
Bisson on June 10 upheld automobile 
insurance rate increases granted in 
August 1957. These rates were the sub- 
ject of nine days hearing during Sep- 
tember, October and December last year. 
The rate increases were questioned by 
a special public counsel appointed by 
Governor Dennis J. Roberts (D.). 

Commissioner Bisson considered that 
the allegations set forth in the public 
counsel’s petition and memorandum brief 
were “not borne out by the facts... and 
failed to substantiate the charge that 
the rates are excessive and discrimina- 
tory.” He further held that the increases 
granted “should have been larger rather 
than smaller than those for which ap- 
proval was given.” 

Commissioner Bisson’s 12-point sum- 
mary included the following significant 
remarks: et 

The allegation that automobile physical 
damage rates are discriminatory is not 
a valid claim. The rating law does not 
forbid discrimination in itself, but does 
forbid unfair discrimination. All insur- 
ance rates are discriminatory in one way 
or another, in view of the experience in- 
surance companies have with the various 
classes of risks or subjects of insurance, 


but if such discrimination is readily sup- 
ported by pertinent data as to experience, 
it is permissible and legal. 

Inasmuch as the various Insurance 
Commissioners desire above all else to 
have companies maintained in a solvent 
status, to avoid the tragedy and economic 
hardship that would be imposed on 
numerous policyholders by the failure of 
even a single company, companies are 
subject to criticism, varying from mild 
to harsh, for failure to maintain adequate 
loss reserves. Such examinations have 
a salutory effect in causing companies 
to prepare their aggregate loss reserves 
with care. 

Although there are differences in the 


manner in which the three bureaus 
(NBCU, MIRB and NAUA) develop 


their findings, their methods are not 
inconsistent with each other and they 
are consistent with previous filings, ad- 
justments being made annually to bring 
the filings up to date with current condi- 
tions. 

The Rhode Island Insurance Depart- 
ment does not take into consideration, 
in reviewing rate filings, the profits 
made or losses suffered on their invest- 
ments by insurance companies, nor does 
it take into consideration “interest 
earned on loss reserves.” No practical 
method has ever been devised for taking 
into consideration investment earnings 
in rate making. 

Loss Statistics 


Loss statistics are not available for 
the purpose of supporting rate increases 
until about two years after losses occur, 
and insurance companies are faced with 
the necessity of paying 1957 losses and 
expenses with 1955 dollars. 

Increases in rates are not fully earned 
until two years after they are granted. 
Usually new rate schedules are in effect 
at least a year, and it takes another 
year before the new premium rate is 
all earned. Furthermore, as the infla- 
tionary trend in our economy continues, 
the insurance companies must increase 
their premium charges to meet pro- 


(Continued on Page 38) 





MOBILE. 


MOBILE service. 





Introducing A Fine New Service 


to the Insurance Industry-- 


GLASSMOBILE 


Frequently the basic cost of replacing glass is exceeded by 
the extras involved in making the necessary arrangements. 


Exclude the actual bill for repairs, and examine your hidden cost 
for lost adjusters’ time; the phone calls and the office paper work. 
Now—throw the "extras" out the nearest window and call GLASS- 


We make the phone calls, we identify the car and ascertain the 
loss, we make the repair WHEREVER the car may be—at the as- 
sured's home, garage, place of business—WE MEAN WHERE- 
EVER IT MAY BE—we issue the proof of loss—you just forget 
about everything except—THE VERY LOW COST. 


All prices can be found in the Auto Glass Dealers Association 
Catalogue. This is actual wholesale cost, representing a 25°%/, sav- 
ing to the companies. There is no additional charge for GLASS- 


GLASSMOBILE has available a complete stock of windshield, 


door, quarter and back glass, both clear and tinted. 


In order to provide the fastest and most complete service possible, we 
have three conveniently located plants to serve your needs. 


For information, or for immediate service, call 


GLASSMOBILE: 


Circle 5-9091 











Ben Harrison Low Gross 
Winner at Baltusrol 


Cc. & S. CLUB GOLF TOURNEY 





Perfect Day Draws Largest Attendance 
Ever; Conrath Golf Chairman; Club 
President Madigan Welcomes 





A perfect day for golf and ideal play- 
ing conditions brought out over 200 
members and guests of Casualty & 
Surety Club of New York who partici- 
pated June 16 in the annual tournament 
play at Baltusrol Golf Ciub,- Springfield, 
N. J. To Rankin Martin, Standard Acci- 
dent, a member of Baltusrol, went the 
thanks of the club for making the ar- 
rangements. In turn Guy E. Conrath, 
American Insurance Group, as_ golf 
chairman received well deserved recog- 
nition. 

Ben T. Harrison, Home Indemnity, 
was the low gross winner, his award 
being the president’s bowl and the Ed. P. 
O’Hanlon memorial trophy, presented at 
the dinner by Club President John P. 
Madigan, General Reinsurance Corp. Mr. 
Conrath was runner-up with second best 
low gross and William Morpeth of Pru- 
dential-Skandia-Hudson Group was third. 

In the members-guests handicap event 
H. F. Witzel, American Re-Insurance, 
was Class A winner; A. E. Gilbert, 
American International Underwriters, 
Class B, and G. J. Waters, Royal-Globe 
Insurance Group, Class C. Runners-up 
were D. F. McNally, H. F. Witzel and 
H. P. Linn, Central Surety. 

For the best ball (two man team) 
competition winners were Frank J. Far- 
ren, Reliable Reporting Service, Inc., 
and his guest, Russell Clune, who also 
won the guest low gross prize. Guest low 
net winner was Andrew Nelson, Ameri- 
can Casualty, East Orange, N. J., with 
James B. Aiken, AIU, as runner-up. 

In the kicker’s handicap J. Dewey 
Dorsett, general manager, Association of 
Casualty & Surety Cos.; H. T. Chester, 
Marsh & McLennan, and J. H. Bartel 
of John F. Curry Agency, Inc., were 
prize winners. 

The evening enjoyment was heightened 
by the presence of Johnny Farrell, the 
pro at Baltusrol, who told about his 
play-off with Bobby Jones for the Na- 
tional Open title 30 years ago. Mr. Con- 
rath introduced him. President Madigan 
in his welcoming remarks said that this 
was the largest attendance to date at a 
club golf party. He pointed to 1958 as 
the club’s 50th anniversary year and 
said that the Christmas banquet date 
was December 10 at the Waldorf-Astoria 
Hotel, New York. 





Kelly Heads N. J. Casualty 


Underwriters Association 
John T. Kelly, Newark branch man- 
ager of Ohio Casualty, is the newly 
elected president of Casualty Under- 
writers Association of New Jersey. 
Other officers named at the June 11 
meeting of the organization were An- 
drew Nelson, American Casualty, vice 
president; B. R. Schneider, Royal-Globe 
Insurance Group, treasurer, and F. W. 
Matson, Fidelty & Casualty. 

Thos. J. DeBold, Glens Falls, and 
George Paul, Fireman’s Fund, were re- 
elected to the executive committee and 
Paul S. Parris, Fidelity & Deposit, re- 
tiring president, is a new member. 

At the association’s annual outing and 
golf tournament June 12 at Echo Lake 
Country Club, Westfield, N. J., Mr. 
Parris was presented with a table model 
radio as a token of appreciation for 
his fine job as president. 

Also recognized was E. E. Ehlers, 
Travelers manager in Newark, who will 
retire from business on August 1. 

Joseph R. Peschel, Maryland Casu- 
alty, was chairman of the outing com- 
mittee and did a creditable job in this 
capacity. Golf prizes were presented to 
L. C. Clark, Standard Accident; Andrew 
Nelson, American Casualty; Robert Pea- 
cock and Lawrence Stern, both of whom 
are in licensing division of N. J. Depart- 
ment of Banking and Insurance. 
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Stop Road Accidents 
Before They Happen 


ALLSTATE’S SPOTTKE URGES 


Calls For Removal of Licenses of Unfit 
Drivers in Talk to Vehicle 


Administrators 


A. E. Spottke, vice president of the 
Allstate, recently told a regional meeting 
of American Association of Motor 
Vehicle Administrators that withdrawal 
of drivers licenses from those who prove 
themselves unfit to drive, represents the 





ALBERT E. SPOTTKE 


most direct way of making highways 
safe for all. 
The State Motor Vehicle Commis- 


sioner is the most powerful force for 
obtaining greater safety because he is 
the only official who can take decisive 
action when it is needed because of a 
driver’s record. 

Mr. Spottke commended the associa- 
tion for endorsing stronger licensing 
laws, driver improvement programs and 
more careful control of problem motor- 
ists, but urged immediate tightening of 
the administration of the laws where 
necessary. Appropriate steps should be 
taken through corrective action or sus- 
pension or revocation of the licenses of 
drivers with poor records, he said. 


Stop Accidents Before They Happ2n 


“Here the potential to stop accidents 
before they happen is boundless if known 
licensing and control techniques are put 
into operation to take off the highways 
the chronic violators and accident prone 
drivers.” 

Much 
but others 


some states, 
initiate these 
programs, he said. Here is where the 
motor vehicle commissioner faces his 
greatest responsibility to the public, he 
asserted. “Drivers must be _ better 
trained, must meet realistic qualifications, 
and the states must be more selective 
in whom they license to drive. If 
drivers don’t qualify, they should not 
be allowed to drive. It’s no longer 
enough only to be able to see and to 
hear, and to stop and start an automo- 
bile. A responsible attitude and emo- 
tional stability must also be determining 
factors. 

“The administration of driver licens- 
ing laws isn’t easy, what with public 
indifference and false government eco- 
nomy,” Mr. Spottke said. “The driver 
who wantonly violates traffic laws, and 
the voter who opposes or fails to demand 
necessary traffic funds and legislation 
make it difficult for officials to discharge 
their responsibilities properly.” 

He predicted the public would demand 
drastic driver licensing and_ control 
measures, however, if they are convinced 
of the need and fully realize the drain 
on our manpower, the great economic 


has been done in 
have yet to 


R. L. Holt to Succeed 
The Late Frank O. Lanning 


Ronnie L. Holt was named general 
claims supervisor of Markel Service, 
according to a June 12 announcement by 
President Irvin S. Markel. Mr. Holt 
succeeds Frank O. Lanning, who died 
recently while on a vacation in Cape Cod. 

Chief examiner until his recent pro- 
motion, Mr. Holt had served in Markel 
offices in Philadelphia, Baltimore, Boston, 
Nashville, Charlote, Atlanta and Chicago. 
He started as a claims adjuster in 1939. 

His previous insurance experience in- 
cludes Liberty Mutual in Boston and 
Chicago, and Interstate Adjustment in 
Scranton and Easton, Pa. 

During World War II he served in 
the U. S. Marine Corps in the Pacifle. 
He is holder of the Navv Cross; Purple 
Heart with Gold Star; Letter of Com- 
men lation and Presidential Unit Citation 
with two stars. He is now a major in 
the Marine Corps Reserve. 


SALLADIN NAMED GEN’L MGR. 

William D. Salladin has been appointed 
general manager of J. T. Ross of New 
Jersey, Inc. He will supervise produc- 
tion of all forms of property, casualty 
and life business. The firm, located in 
East Orange, specializes in unusual and 





hard to place business. It represents 
Confederation Life of Canada. 
waste, and the colossal cost of motor 


vehicle accidents. 
Cites $3 Billion in Auto Losses 

“To give an idea of the cost of these 
accidents to one industry—automobile 
insurance companies alone paid over 
three billion dollars last year on auto 
losses,” Mr. Spottke said. “If we believe 
this is a problem which can best be 
solved by the state and not by a Fed- 
eral authority—and I am sure that we 
hold to this view—then those in respon- 
sible positions in state government must 
face up to it now and take that con- 


structive action which expresses the 
courage of their convictions.” 
Industry is cooperating with the 


AAMVA in research on the effectiveness 
of driver licensing laws, and continuing 
research is vital to keep them up to 
date, Mr. Spottke pointed out. 

“The fine grant to the association by 
the Esso Safety Foundation for the 
study of the point system for grading 
drivers, is an excellent example of help- 
ful business cooperation and support.” 
This project has been in progress during 
the past year in North Carolina. He 
said that further industry help has come 
from the Automotive Safety Foundation, 
which has worked with motor vehicle 
officials in a long range planning, and 
has supplied the AAMVA headquarters 
staff with funds to help develop pioneer- 
ing programs in various states. 

Views Big Highway Program 


The prospect of several million more 
drivers and a greatly expanded highway 
system within the next few years em- 
phasizes the pressing need for state 
motor vehicle departments to plan on a 
big scale for future requirements, Mr. 
Spottke said. 

“Unless sound measures are taken 
now, we will find ourselves with more 
insufficiently trained drivers than we 
have today and with woefully inadequate 
administrative machinery.” 

He pointed out that the multi-billion 
dollar highway program enacted by Con- 
gress will present an opportunity to 
make definite headway in the reduction 
of accidents, but that improved driver 
licensing and administration must keep 
pace to gain maximum accident preven- 
tion benefits from the new roads. 

“The insurance industry and_ the 
American Association of Motor Vehicle 
Administrators have sound reason for 
working cooperatively in many areas of 
common interest. If we tell our story 


to the public and act always with our 
respective responsibilities in mind, the 
results will receive the acclaim of the 
vast majority of people,” 
concluded. 


Mr. Spottke 


FRANK L. ARMSTRONG DIES 


Veteran New England Publisher and 
Editor Headed Insurance Age-Journal 
in Boston: Had Long Career 
Frank Lovejoy Armstrong, veteran 
New England insurance publisher and 
editor, died June 10 in Plymouth, Mass., 
after a short illness. He was 79 years 
old and leaves a daughter, Mrs. Beatrice 

Chase of Duxbury, Mass. 
Mr. Armstrong started his newspaper 
career as a boy of ten in his native 


town of Hanson, Mass., editing, publish- 
ing and printing the Hanson Bugle. He 
went to Boston as a young man to work 
for Samuel S. Pierce, provisioner, but 
soon turned again to newspaper work 
with the old Boston Journal. He was 
later to be editor and publisher of the 
Marblehead Messenger and insurance 
editor of the Boston Globe. 

He entered insurance journalism on 
the staff of The Standard in 1901 and 
remained with that paper until 1916, 
when he went to Marblehead to edit 
the Messenger and operate a_ printing 
plant. A few years later, he bought and 
merged the Insurance Age and the In- 
surance Journal, publishing the monthly 
Insurance Age-Journal until he sold the 
paper to John E. Dearden a decade 
ago. 

For many years he had served as New 
England correspondent for The Eastern 
Underwriter. 


Legislative Work 
Year-Round Activity 


Arthur L. Schwab of Staten Island, 
chairman of the legislative committee 
and legislative representative of the New 
York State Association of Insurance 
Agents, discusses the problem of legisla- 
tion in this month’s Empire State Agency 
Forum, the official publication of the 
association. Mr. Schwab points out that 
legislation must be considered a year- 
round activity and that the back home 
contracts are of major importance in 
carrying through a legislative program. 
A prime concern this year will undoubt- 
edly be some legislation which will curb 
the direct solicitation on the part of the 
State Fund as this appears to be the 
problem giving most concern to the indi- 
vidual agents. 

“Legislative battles are won through 
the back home contacts of you, the mem- 
ber agents of our association, and not on 
the floor of the Senate or Assembly,” 
says Mr. Schwab. “It is therefore impor- 
tant as the legislative program develops 
through the year that you keep in con- 
stant touch with your legislators and 
inform them of the program of your as- 
sociation and how important it is to 
have his or her support.” 





Missouri Legislation 


On Mutuals Is Sought 


A. probe of mutual insurance com- 
panies not under regulation of the Mis- 
souri Insurance Department may _ be 
launched with a view toward possible 
recommendations for submission to the 
1959 state legislature, according to an- 
nouncement by Governor Blair. 

Insurance Superintendent C. Lawrence 
Leggett and his staff have started a 
compilation of companies against which 
complaints have been made. In addition, 
William Clark, counsel in the office of 
the Missouri Secretary of State, began 
a reclassification of the 701 mutual com- 
panies registered in his office but not 
under regulation by Mr. Leggett’s de- 
partment. Mr. Leggett said a majority 
of complaints reaching his department 
are on motor car insurance and most 
are from either Kansas City or St. 
Louis. 

“The farmers’ mutuals and those com- 
ing under our jurisdiction,” Supt. Leggett 
said, “are all right. We won’t average 
two complaints a year about them. It’s 
the mutuals in the cities which require 
no state supervision that cause the 
trouble.” 





New Multiple Line Office 
For Amer. Casualty in L. A. 


President Harold G. Evans, American 
Casualty, announces the opening of a 
multiple line branch office in Los Angeles 
to service agents in Southern California, 
The branch will offer all types of cas- 
ualty, fire, inland and ocean marine and 
A. & H. programs. 

Henry J. Greenwald has been named 
resident manager; Robert K. Delling, 
manager, fire & marine division; Gordon 
J. Sanden, chief of the fidelity & surety 
department and W. C. Schmitz, manager, 
casualty department. 

The accident & health department is 
under Harry A Anderson, manager, with 
Peter J. Napoleone as assistant manager 
and William W. Westphal as_ super- 
vising underwriter. The cla'ms division 
is headed by Lawrence J. Leslie, man- 
ager. Frank Sims is engineer. 


American Surety Names New 
Claims Department Mer. 


Harold A. Banks has been promoted 
by American Surety to manager of the 
casualty claims department. William E, 
McKell, chairman and _ president an- 
nounced the appointment. 

Mr. Banks joined the company at the 
home office July 27, 1932. His wide claim 
experience includes various positions in 
the field and at the home office. Mr. 
Banks was in charge of claim offices at 
Pittsburgh, Philadelphia, and Brooklyn 
prior to his appointment as _ assistant 
manager of the casualty claim depart- 
ment in 1951. He received his law degree 
from Duquesne University and is a 
member of the Pennsylvania Bar. 





CONTROLLER OF BOWES & CO 


Stanley E. Edlund Was With Allstate; 
D. J. Sevening Named a Director; 
Their Careers 

Stanley E, Edlund has been appointed 
controller of Bowes & Co., Chicago, a 
London Lloyd’s representative. He has 
been assocated with Allstate Insurance 
Co. in Charlotte, N. C., for three years as 
accounting manager. Prior to that he 
was in the company’s ‘home office in 
Skokie, Ill, as assistant to field services 
director. Before entering the insurance 
field, he was a member of the controller's 
staff in the Chicago headquarters di- 
vision of Butler Brothers. 

Mr. Edlund is a graduate of North- 
western University. 

Donald J, Sevening, vice president of 
Bowes & Company, has been named a di- 
rector of the firm. Prior to joining 
Bowes he was associated with a general 
reinsurance agency in Chicago. He 
also spent 11 years in the underwriting 
department of the Insurance Company 
of North America, 





Hartford Steam Boiler 


Promotes Stevenson, Freeman 

F. W. Stevenson has been elected 
secretary and H. Crowell Freeman 
treasurer by the directors of the Hart- 
ford Steam Boiler. They succeed 
Edgar Blake who has been secretary- 
treasurer for many years and who re- 
tired recently. 

Mr. Stevenson joined the company 
in 1946 as an attorney and was made 
an assistant secretary in 1953. He 1s 4 
member of the bar of both Kentucky 
and Connecticut. 

Mr. Freeman started in 1936 and was 
elected assistant treasurer in 1942 after 
serving for several years as_ financial 
secretary. 





GATHERER CLEVELAND MGR. 

The Zurich-American Companies an- 
nounce appointment of Walter J. Gath- 
erer as manager of the Cleveland branc 
office. He succeeds George E. Lasch, 
who has resigned. A native of Gram 
Rapids, Mich., for the past five years 
he has been a branch manager for the 
American States Insurance Co. 
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Dallas Smith’s Death 
Loss to the Industry 


WAS PROMINENT IN NASBP 





1957 President of Surety Bond Producers 
First To Be Named Chairman of 
Board; Early Years in Arkansas 





The death of Dallas Smith, chairman 
of the board of the National Association 
of Surety Bond Producers, which was 
reported briefly in the June 13 issue of 
The Eastern Underwriter, is a big loss 
to the surety industry. 

Under a change in the constitution of 
NASBP, Mr. Smith, who was 68, ad- 
vanced from president to chairman of 
the board of NASBP earlier this year. 
He founded the Ellis-Smith & Co. 


agency in Dallas in 1921 in partnership 
with the late Tom P. Ellis. 





DALLAS SMITH 
Actually Mr. Smith was born in 
Arkansas, in Marion County, on July 15, 
1889. He once wrote that “considering 
the civilizations through which I have 
lived | am figuratively 150 years old.” 
He attended a country school taught by 
his father and graduated from the Uni- 
versity of Arkansas in 1911. 

He came to Dallas in 1916 as a state 
agent for Fidelity-Phenix. Apart from 
his prominence in NASBP Mr. Smith 
was also a member of the Dallas and 
National Association of Insurance 
Agents. He died of a heart attack while 
at his office desk June 9. 

_ He held “virtually every lay office” 
in the Central Christian Church, Dallas. 

€ was a member of Keystone 
Masonic Lodge, a 32nd degree Mason 
and Shriner. He was worshipful master 
of Keystone in 1933-34 and district dep- 
uty grand master of the Grand Lodge 
ot Texas in 1940-41. In recent years 
Mr. Smith made a practice of extending 


aid to former students of Masonic homes 
In Lexas, 


“ 


Was Prominent Sportsman 


He was a member of the Dallas Coun- 
tty Club, the Dallas Hunting and Fish- 
ing Club, the Dallas Gun Club, the 

€xas Game Fishing Club of Dallas, 
and the Sailfish and Tarpon Club of 
~exico. He fished in many tournaments 
In Gulf of Mexico and Pacific waters. 

Urvivors are his wife and one brother, 
Earl W. Smith of Muskogee, Okla. 
Porter Ellis, CPCU, said of his part- 
ner's passing: “Not only have we in 
Hd office lost a very close personal 
dare and associate, but we feel that 
€ entire surety industry has lost an 
Cutstanding leader.” 


Gerber’s Directive on Auto 
P.D. Policies After Aug. 1 


Illinois Insurance Director Joseph S. 
Gerber has issued a directive to com- 
panies writing private passenger auto 
physical damage insurance in that state 
that after August 1 policies should have 
attached a rating information statement 
setting forth the rates on which the 
premiums for the coverages are based. 

“This will prevent overcharges which 
have in the past resulted from practices 
of some companies which charged 
higher rates than those applicable to 
the area in which the policyholder re- 
sided,” Mr. Gerber said. 

The directive is a result of a study 
during the past year by the Department 
which brought to light a number of 
cases of overcharges, resulting in policy- 
holders in Illinois receiving refunds of 
hundreds of thousands of dollars. 


ALBANY AREA CLAIMS POSTS 

Hartford Accident & Indemnity has 
appointed three claims men in the AIl- 
bany, N. Y., office territory. Charles A. 
Hall has been named claims supervisor 
at Albany; Walter D. Jennings is pro- 
moted to claims manager at Glens Falls 
and James M. Furlong is the new claims 
manager in Plattsburg. 





BIG KEMPER APPOINTMENT 


Paul E. Schuwerk Named Manager and 

Supervisor of All Districts Except Mid- 

west; Also Advance E. C. Williams 

The Kemper Group recently appointed 
Paul E. Schuwerk manager and super- 
visor of its claim districts in New Eng- 
land, Eastern, Southeastern, Pacific and 
Canadian territories. Edgar C. Williams 
will succeed Mr. Schuwerk as claims 
manager of the Chicago branch office. 

In his new post, Mr. Schuwerk will 
supervise claims in the liability and auto- 
mobile divisions and will direct personnel 
assignments and general operations of all 
the companies’ claim districts except the 
Midwest, which remains under the di- 
rection of Donald B. Barker. Mr. 
Schuwerk received his law degree from 
the University of Chicago in 1929 and 
joined Kemper in 1931. 

Mr. Williams received his law degree 
at John Marshall Law School, Chicago, 
in 1939, and was with Royal-Globe In- 
surance Group before joining Kemper in 
1947 From 1941-46 he was legal officer 
with the U. S. Army Signal Corps, at- 
taining the rank of captain. For the 
past five years he was supervisor of lia- 
bility claims reported from Pacific Coast 
offices. 








V. Q. Cox and M. A. Clement 
Join General Reinsurance 


General Reinsurance Corp. recently 


appointed Virgil Q. Cox, claims counsel, 
and Michael A. Clement, a member of 
the underwriting staff of its facultative 
department. 

Mr. Cox was previously a vice presi- 
dent and claims manager of Security 
Insurance Co, New Haven. He is a 
member of the Bar in North Carolina, 
South Carolina and Ohio. He had also 
been associated with Dixie Fire & Casu- 
alty, Greer, S. C., Shelby Mutual, Shelby, 
Ohio, and the National Fire 
Underwriters. During World War II he 
was a special agent for the FBI. 

Mr. Clement was insurance manager 
with Merritt-Chapman & Scott Corp. for 
six years, and for the past six years was 
insurance manager for the General Dy- 


3oard of 


namics Corp. Mr. Clement attended 
Columbia University, New York Uni- 
versity and the Insurancz Society of 


New York. 
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Many A. & H. Topics Discussed In 
Panel With Powell, Wallace and Ernst 





Los Angeles, June 12—James E. Powell, 
vice president, Provident Life & Acci- 
dent, was moderator of a panel discus- 
sion of “Our Horizons—Present and 
Future” at the IAAHU convention here 
this afternoon. The panel speakers were 
Travis T. Wallace, president, Great 
American Reserve, Dallas, and Carl A. 
Ernst, superintendent of agencies, North 
American Life & Casualty. 

Mr. Ernst, an outstanding speaker 
on sales matters, declared that the 
“key to success in A. & H. selling is 
to make a stipulated number of calls 
every day. A good salesman should make 
a minimum of ten calls a day.’ 

Mr. Wallace advocated cold canvass 
as both a basic and supplemental selling 





JAMES E. POWELL 


technique. For the first ten years he 
built his company on this principle alone. 
There are many reasons for employing 
cold canvass he said, but at least six 
are important: 

1. Cold canvass sharpens the ability 
and skill of a salesman. Whether a full 
or part time technique, it is bound to 
increase volume. 

2. It allows a salesman to see more 
people during a given period. From 40 
or 50 prospects, a person is bound to 
close more sales than from 10 possible 
clients that he sees by any other method. 

3. The system permits the salesman 
to “find” more prospects. In other meth- 
ods of prospecting the temptation is 
strong to try to “make” prospects out of 
the persons interviewed. This tends to 
lead to turndowns by the home office 
underwriting department. 

4. A salesman does a minimum of 
head-butting. If the prospect doesn’t 
qualify in the first few minutes, the 
agent can move on to more rewarding 
fields. 

5. Cold canvass offers a method that 
doesn’t really rely on prospects, in the 
traditional sense. A good cold canvasser 
can always rely on his ability, no matter 
where he is, to merchandise a product 
and make a living. 

6. There is nothing like cold canvass 
to build the self confidence of the sales- 
man. he knows that he can always 
employ a method that will bring re- 


sults, he has one of the biggest prob- 
lems in selling whipped. 
Question and Answer Session 

In answer to questions from the floor 
Mr. Ernst said that the guaranteed re- 
newable will not replace the optional 
renewal policy because of the cost con- 
sideration. Mr. Wallace said that in a 
reasonable number of years he expects 
a vast majority of contracts will be 
guaranteed renewable, though commer- 
cial contracts will still exist. 

Are deductibles the answer to rising 
costs they were asked. Mr. Ernst an- 
swered: “For reasons of cost they are, 
but too wide use of deductibles could 
bring the A. & H. industry to the posi- 
tion the automobile insurance -industry 
faces.” Auto insurers, he explained, are 
increasingly presented with bills that 
“clandestinely include the deductible.” 

Mr. Wallace said that while deduc- 
tibles are important, they are not the 
whole answer to rising costs. The indus- 
try must eliminate the opportunity for 
abuse. Policies should be designed so 
that the public and providers of medical 
services are encouraged to adopt more 
modern and less expensive methods of 
operation. 

Across the Counter Selling 

The panel was asked what is being 
done by organized insurance associations 
to combat “across the counter” selling, 
and what is the solution to the shift from 
the general agency type of operation to 
a manager-salary bonus system? 

Mr. Wallace said the over-the-counter 
writer does not pose a great threat. 

(Continued on Page 37) 


NAIC Committee Session on 
Non-Profit Health Plans 


At the NAIC meeting in Chicago last 
week the non-profit hospital and medical 
associations committee met with Deputy 
Commissioner Thomas R. Balaban of 
Pennsylvania presiding in the absence of 
Pennsylvania Commissioner Francis R. 
Smith. The committee considered recom- 
mendations of two subcommittees, one 
set up to study reimbursement formula 
between hospitals and service associa- 
tions and the other, greater standard- 
ization of Blue Cross and Blue Shield 
regulations. 

In light of the recent Blue Cross ad- 
judications of Pennsylvania, and the 
pending adjudications of New York and 
Maryland in response to applications by 
several of the Blue Cross plans in those 
states, and in view of the studies to be 
conducted by the Hospital Study Com- 
mission to be appointed by Governor 
George M. Leader of Pennsylvania, and 
of Columbia University in New York, it 
was recommended by the subcommittees 
that they be continued to obtain the 
results of these studies and report to the 
NAIC meeting in New Orleans, Decem- 
ber, 1959. 

Representatives of Insurance Depart- 
ments and industry in open session were 
requested to participate in discussion, at 
which time Artemas C. Leslie, council 
to the Blue Cross and Blue Shield Com- 
mission, said that the technicians of the 
Blue Cross plans were available to render 
any service to the subcommittee in its 
operations and preparation of its report 
to the next NAIC meeting. 

At executive session, which followed, 
questions were asked by Departmental 
representatives of the effect of, and 
response to the Blue Cross adjudications 
written by Insurance Commissioner 
Francis R. Smith of Pennsylvania. 
Edward L. Springer, Deputy Attorney 
General of Pennsylvania, in response 
stated the matters covered in the adjudi- 
cations, and their general reception and 
effect upon the Blue Cross plans and 
hospitals. 


CRAFTSMAN’S DIVIDEND 
Directors of Crafstman of Boston have 
declared a quarterly dividend of 10 
cents a share on the common stock, pay- 
able June 30 to stockholders of record 
June 23. 
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N. Y. BLUE CROSS RATES UP 





Supt. Wikler Grants Temporary 22.3% 
Increase Pending Study of All Non- 
profit Plans in State 
New York Superintendent Julius §, 
Wikler this week approved a 22.3% in- 
crease in rates of New York Blue Cross. 
The increase granted is a temporary 
“emergency increase” pending a study of 
all non-profit hospital, surgical and med- 
ical plans, Mr. Wikler pointed out. Blue 
Cross’ application had been for a 40% 

increase in rates. 

This application was the subject of 
hearings last November during the ten- 
ure of Superintendent Leffert Holz, 
Subsequently Blue Cross applied again 
and hearings were held before Deputy 
Superintendent Arthur F. Lamanda on 
June 1-2. 

At this latter hearing Blue Cross main- 
tained that, because of increased costs 
and use of hospital facilities, its surplus 
had been reduced by more than $23 mil- 
lion, in the space of 15 months. Mr, 
Wikler in rendering the early decision 
promised at the close of the hearing 
June 2 said that he is aware of the 
increased costs confronting these non- 
profit plans and that “the constantly 
increasing expenditures” of the plans are 
“a source of deep concern.” 

Mr. Wikler’s statement refers to 
“room to effectuate economies even be- 
fore the study.” He will permit the Blue 
Cross to use its “Special Contingent 
Surplus Fund in such amounts as may 
be needed during the period ending Sep- 
tember 30, 1959, subject to his approval.” 

The study of all non-profit hospital, 
surgical and medical plans operating in 
the state will be conducted by a staff 
from Columbia University, and is being 
financed by the plans themselves. 





Wisconsin Medical Groups 


Row over Coverage Plans 


The State Medical Society of Wiscon- 
sin recently authorized its commission 
on medical care plans to develop a 
hospital care program which can be sold 
as a package with the state society's 
medical-surgical plan, Wisconsin Physt- 
cians Service. 

This latest move is reported as a move 
to counter the “invasion” of ten counties 
in the Milwaukee area by a Surgical 
Care under Blue Cross auspices. The 
commission is expected to have the plan 
ready almost immediately. 

Until the termination of its contract 
with the State Medical Society last 
February, Blue Cross had sold is own 
hospital plan along with WPS. in all 
Wisconsin counties except Milwaukee. 

This contract termination reopened an 
old breach between the State and Mil- 
waukee County Medical Societies. As 4 
result the county society, whose Surgical 
Care was sold only in Milwaukee County 
in a package with Blue Cross, authorized 
Blue Cross to sell it in 10 neighboring 
counties. 

The position of the State Medical 
Society council is that WPS must now 
have a hospital plan to compete, where 
necessary, with the Blue Cross-Surgical 
Care tie-up in these 10 counties, the 
spokesman said. Where that competition 
isn’t faced, he explained, WPS probably 
will continue to recommend Blue Cross 
to its clients, just as it has done evel 
since the lapse of the contract. 

That hospital plan may be one offered 


by the State Medical Society itself of 


through a hook-up with a commercia 


insurance company or through its ow! 


insurance company. 





MILWAUKEE A. & H. ELECTION 
LeRoy P. Voss of Wisconsin Casually 
Association has been elected preside! § 
of the Accident & Health Underwriters 


of Milwaukee, succeeding J. J. Frey "f 


The Prudential. Other new officers af 
Donovan Morrissey of the Doolan Age § 
cy, Milwaukee, executive vice president 
D. J. Hoeller, North American Life, WF 
president; R. F. Stafford of Carney 

Rutter Agency, Milwaukee, treasutt'yh 
and Leo E. Packard of Packard-Cars 
Agency, Milwaukee, reelected secret 
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International A. & H. Association 


Meeting, Los Angeles, 





June 11-14 





Keynoter Trav Wallace 


. . 
Got Standing Ovation 

Los Angeles, June 12—Travis T. Wal- 
lace, president, Great American Reserve, 
Dallas, was interrupted four times by 
spontaneous applause during his keynote 
address to the IAAHU convention here 
today. The audience gave him a stand- 
ing ovation at the conclusion of his 50- 
minute address. 

“The business has grown prodigiously. 
In 1942, 18 million Americans were cov- 
ered by hospitalization. By 1958 the fig- 
ure had grown to 121 million. During 
the same period surgical insurance has 
grown from 8 million covered to 108 
million. Two-thirds of the laboring force 
is now covered for loss of time bene- 
fits,” he said. 

The growth of A. &H. insurance, he 
said, has by far surpassed that chalked 
up in any comparable period of the life 
insurance or the automobile insurance 
business. Accident and health insurance 
now stands second in volume to life 
insurance in the whole insurance family. 

Pressure for compulsory health insur- 
ance continues to grow. A. & H. industry 
faces a problem of keeping costs in line. 
The indigent and aged are a definite con- 
cern. The indigent are not a direct re- 
sponsibility of the insurance business but 
definitely more and better coverage must 
be made available to senior citizens. 

After these remarks on the state of 
the industry, Mr. Wallace directed his 
attention to the selling side of the busi- 
ness. Emphasis has been strong on sales 
know'edge, he said. “We must at the 
same time make every effort to increase 
skills.” With salesmen the most impor- 
tant thing is reiteration of techniques 
that are known but unemployed, poorly 
employed or forgotten. 





W. Harold Peterson Unveils 
Slides for DITC Course 


Los Angeles, June 12—In a presenta- 
tion at the IAAHU convention here 
today, a new facility to supplement the 
DITC training course was shown. Its 
author F. Harold Peterson, superinten- 
dent of agencies for American United, 
Indianapolis, made the presentation. It 
is a colored slide method made from 
excerpts of the DITC text book, put 
together in an effective sequence to tell 
the story of disability insurance. 

The idea will serve the industry in 
several ways. It benefits the student in 
helping to put together a logical and 
dynamic sales presentation. It is felt 
that agents and managers will take ad- 
vantage of the slides to educate and 
re-educate their producers. 

It is a good public relations tool which 
can make an interesting program for 
luncheon clubs, civic groups, educational 
and religious clubs. It will also give 
Prospective DITC students an idea of 
the scope and content of the course. 





W. Harold Peterson Named 
New Director of DITC 


W. Harold Peterson, superintendent 
of agencies, American United Life, In- 
lanapolis, was named to succeed John 
G. Galloway as managing director of the 
isability Insurance Training Council. 
t. Galloway, general agent for Provi- 
dent Life & Accident in Birmingham, 
Ala, directed DITC during the past 
three years, and is credited with estab- 
lishing DITC in the fine position which 
in industry education today. 





LICENSED IN MD., CALIFORNIA 

The All American Life & Casualty of 
“cago is now licensed to write A. & S. 
- life business in Maryland and Cali- 
nia. This brings the total to 28 states 
In which the company is licensed. 





1958-59 Officers Elected 


The following officers were elected 
by the International Association of 
A. & H. Underwriters at its 28th 
annual convention in Los Angeles, 
President Gail L. Shoup, Lincoln 
National Life, Grand Rapids; Fresi- 
dent-Elect, Oakley Baskin, Mutual of 
Omaha, Buffalo, N. Y.; Vice Presi- 
dents Webster H. Hurley, Bankers 
Life & Casualty, Philadelphia, and 
F. Kenneth Stoakes, Loyal Protective, 


Los Angeles; controller Jay De 
Young, De Young Associates, Oak 
Park, III. 

Executive board members—lIllinois, 
Harold R. Walter, Illinois Mutual 


L. & C.; Florida, Frank Gabor & Co.; 
Virginia, Maryland and D. C., St. 
George Grinnan, Grinnan Agency; 
W. Virginia, Kentucky, Tennessee, 
Herman Hoskins, Educators Mutual ; 
North and South Dakota, Montana, 
C. T. Tollefson, Mutual of Omaha; 
Pennsylvania, Webster Hurley, Bank- 
ers: Bz C.; New Jersey, Richard 
Plasschaert, S. S. Ballin Agency, 
Newark; Michigan, J. W. Paull, De- 
troit Mutual and Northern California, 
Robert E. Little, All American L. 
ac. 











16 Receive Special IAAHU 
Citations for A. & H. Work 


During the IAAHU convention the 
awards committeéé of the International 
Association cited 16 A. & H. men to re- 
ceive special honors. 

These citations are for distinguished 
service to the association above and be- 
yond the call of normal association 
duties. Local and state associations made 
recommendations to the parent organiza- 
tion’s awards committee and additionally, 
the award committee selected certain 
other outstanding persons. Recipients of 
the distinguished service citations are: 


Richard Dutwiler, National Casualty, 
Los Angeles Association. | 
For 1958 Convention 


John G, Galloway, Provident Life & 
Accident, Alabama Association. 
For Drafting New Constitution 
Fred Grainger, Federal Life & Cas- 
ualty, Southwestern Michigan Assn. 
For Continued Industry Leadership 


Robert A. Judd, Illinois Mutual Life & 
Casualty, Madison Association. 
For 1957 Editorial Achievement 


Walter L. McKee, Connecticut Gen- 
eral, Los Angeles Association. 7 
For Continued Los Angeles Leadership 


John H. Miles, Employers Casualty, 
Dallas Association. 
For Leadership in Dallas 


Charles T. Milner, Great-West Life 
Assurance, Flint Association. __ 
For Leadership in Flint, Mich. 


Louis R. Mustain, North American As- 
surance Society, Peninsula Association. 
For Virginia Association Development 

Foster L. O’Neill, Inter-Ocean, Mahon- 
ing Valley Association. : 
For Youngstown Leadership 
Robert W. Osler, Rough Notes Co., 
Indianapolis Association. 
For Editorial & Legislative Performance 
James A. Robb, Mutual of Omaha, 
Minneapolis Association, : 
For Tape Recording Library 
James O. Robertson, Business Men’s 
Assurance, Kansas Association. 
For Leadership in Kansas 
Roland B. Smith, Washington Na- 
tional, Oklahoma_ Association. , 
For Oklahoma Legislative Leadership 


William S. Steiger, Cleveland Assn. 
For Ohio Membership Drive 
Harry W. Trueblood, Insurance Co. of 
Oregon, Oregon Association. 
As Oregon’s secretary-treasurer 


Substantial Progress 
During Year by DITC 


DIRECTOR GALLOWAY’S REPORT 





Outstanding Cooperation by All Seg- 
ments in Indianapolis; Review of 
DITC After Three Years 





John G. Galloway, Birmingham gen- 
eral agent, Provident Life & Accident, in 
his report as director of the Disability 
Insurance Training Council pointed to 
the outstanding record of Indianapolis 
which will hold its eighth DITC course 
this coming fall. Mr. Galloway said the 
Indianapolis Association is worthy of 
the highest praise and commendation. 

Nationally, he reported, eleven classes 
were held in 1957-58 term. 

Indianapolis, he reported, has gradu- 
ated over 100 students. He pointed out 
“the tremendous influence for good that 
this number of A. & H. agents thave in 
one town in being trained to find pros- 
pects, knowing their policy contracts, 
how to sell business prospects, how to 
program to insurance needs, how to 
sell life and A, & H. together and who 
know the code of ethics. The companies 
have been helped, the agents have mate- 
rially improved their knowledge and 
skills and the area will be better served 
by professionally trained people.” 

Mr. Galloway said that Indianapolis is 
an example of all segments working to- 
gether for the mutual good of everyone. 
He reported: “Bill Highfield has taught 
each of the classes, Bob Osler, Charlie 
Ray and Harold Peterson have done the 
organizing, the A. & S. life and general 
agents and managers associations have 
jointly sponsored the courses, Butler 
University has provided the classroom 
facilities and the companies have sup- 
ported the courses by paying all or part 
of the tuition costs and urged participa- 
tion. This pattern should and could be 


duplicated in every city in the country,” 
he said. 


Companies Share Tuition Costs 


Mr. Galloway further reported that 
many companies now share the tuition 
costs in DITC, paying all or part under 
the various tuition scholarship plans. He 
listed the following companies as holding 
advanced tuition certificates, available to 
agents approved for enrollment: Amer- 
ican Hospital & Life, Federal Life & 
Casualty, Firemans Fund, Inter-Ocean 
Insurance Co., Illinois Mutual Life & 
Casualty, Security Life & Accident and 
the Washington National. A number ‘of 
other companies who held these certifi- 
cates have used them and will buy 
more, he said. 

Mr. Galloway said that with 500 grad- 
uates, admittedly small compared to 
other training groups, DITC is rapidly 
gaining wider acceptance and recognition 
on the part of companies, agents and 
trade associations in the industry. He 
recalled that the DITC idea and concep- 
tion of training was begun by the late 
Bert Hedges in 1952 under the old DISC 
program. “It was largely successful 
through the personal efforts of such men 
as Roy MacDonald and Jim Sedgwick 
and others who carried the load of in- 
struction in many classes. 

“Three years ago,” Mr. Galloway re- 
lated, “DITC was organized and financed 
by direct gifts of personal money from 
Leonard McKinnon, Howard Nevonen, 
Cliff McDonald and Emerson Davis. 
Since large capital sums were not avail- 
able to DITC as it was to other training 
organizations, and the generous cooper- 





W. Richard Weiler, Zurich American, 
Chicago Association. 


For Illinois Sales Congress & Accident 
& Health Week 





JOHN G. GALLOWAY 


ation of Insurance Research & Review 
in permitting us to use their text mate- 
rial, we have continued to operate largely 
on volunteer help and without benefit 
of a paid staff. In view of this situation 
we may well be proud of the progress 
made by DITC.” 

In a comparatively short time the 
DITC idea has been accepted widely by 
the industry. Mr. Galloway declared: 
“There is a severe and critical need for 
rapid and accelerated growth. As our 
business grows by leaps and bounds we 
must find ways and means to keep 
abreast of training demands and needs. 

“In life insurance,” Mr. Galloway 
pointed out, “there is available Parts One 
and Two of LUTC and CLU, all of which 
have contributed immeasurably to the 
growth and development of life insur- 
ance. Already health insurance is next 
to life insurance in premium volume and 
growing more rapidly. 

“If we are to meet our responsibility 
in DITC we must must match this prog- 
ress with equal growth and development, 
asserting and deserving our prerogative 
that we have the primary duty and re- 
sponsibility to train our people in the 
A. & H. field. 

“Already LUTC has been forced to in- 

vade this area and likewise will be forced 
to expand this program unless we rise 
to our task ahead and meet the challenge. 
The LUTC training program is already 
a large one with its attendant problems, 
and they have a phenomenal record of 
success behind them, and I assure you 
they are reluctant to take our responsi- 
bilities, and will, only if we fail in our 
duty.” 
Galloway remarked that it is 
hoped the difference in income due to 
the reduction of DITC fees, which was 
recommended by the IAAHU executive 
board, will be made up by increasing 
enrollments in DITC. Many valuable 
contacts were made for DITC by his 
attendance at HIAA and LIAMA meet- 
ings during the year. A display at the 
LIAMA A. & S. meeting attracted favor- 
able comment, Mr. Galloway said. 


’57-58 Classes, Instructors 


Following is the list of DITC classes 
held between June 1, 1957 and June 1, 
1958, with the instructors at each class. 
Indianapolis, William Highfield, R. & 
R. (2 classes); Charleston W. Va., Jack 
Savastone, The Prudential; St. Paul, 
Minn., Arne Brueheim, North American 
Life & Casualty; Miami, Fla., Bernard 
Landers, Berkshire Life; ‘Chicago, Eu- 
gene Farris, Midland Mutual; Mankota, 
Minn., Arne Brueheim; Milwaukee, 
Ernie Christian, Time Insurance Co.; 
Birmingham, Ala. Maurice Ausley, 
North American Accident; Grand Rapids, 
I. Perry Crow, and Orlando, Fla., Harry 
Holstein, Inter-Ocean. 
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International A. & H. Association Meeting, Los Angeles, June 11-14 





Travis I. Wallace and Carl A. Ernst 
Both Named “A.& H. Manof theYear” 


Los Angeles, June 14—At the banquet 
here, bea tn the 28th annual convention 
of the International Association of 
A. & H. Underwriters, there was a sur- 
prise when the choice of “A. & H. Man 
of the Year” was announced. For the 
first time, two men were named: Carl 
A. Ernst, director A. & S. department, 
North American Life & Casualty, Minne- 
apolis, and Travis T. Wallace, president 
Great American Reserve, Dallas. 

Each man has compiled an outstanding 
record of achievement for the industry 
and fully earns the award which per- 
petuates the memory of the late Harold 
R. Gordon, a prominent figure in A. & H. 
industry and founding member of the 
Chicago A. & H. Association. The 
awards were made by Earl Montgomery, 
formerly of Chicago, now Southern Cali- 





TRAVIS T. WALLACE 


fornia manager for Provident Life & 
Accident in Los Angeles. 

For Travis T. Wallace, this is the 
second outstanding honor he has re- 
ceived this year. He was elected presi- 
dent of the Health Insurance Associa- 
tion of America at that association’s 
recent annual meeting in Chicago. 


Origin of Gordon Gavel 


In leading up to the award, Mr. 
Montgomery early indicated to the audi- 
ence here that the committee was “unable 
to select an individual” and that “two 
top candidates merited consideration.” 

Even after special meetings of the 
award committee Mr. Montgomery de- 
clared, it was “impossible to choose be- 
tween them, each having a record of 
achievement in the industry that is 
unique in its own way. Thus the 1958 
award is given to two persons.” 

The citation reads, in part, as follows: 
“It is proper that due honor be rendered 
those who have contributed in a signifi- 
cant manner to the development of the 
A. & H. business. The late Harold R. 
Gordon was eminently deserving of such 





worker in furthering the industry. His 
associates in the Chicago Association 
wanted to preserve his memory by estab- 
lishing an annual award to help exem- 
plify the principles for which he labored. 
The permanent memorial resolution in 
memory of Harold R. Gordon was 
adopted by acclamation at the annual 
meeting of the Chicago Accident and 
Health Association November 18, 1948. 
Harold Gordon’s hobby was woodwork- 
ing. At the time of his death he was 
fashioning a gavel for the Chicago Asso- 
ciation. Our award is a unique ‘gavel- 





CARL A. ERNST 


plaque,’ designed as a symbol in his 
memory.” 

Carl A. Ernst entered insurance busi- 
ness at Minneapolis in 1929 with Reli- 
ance Life of Pittsburgh. He joined North 
American Life & Casualty as field super- 
visor in 1942 and moved to Milwaukee 
as branch manager in 1944. Later he 
went to St. Paul as manager of the 
branch office of North American L. & 
C., and he is now director of the sick- 
ness and accident department of that 
compatly. 

It is in association work that he is best 
known. He organized and served as 
first chairman of the coordinating com- 
mittee of Minneapolis Life Underwriters 
Association in 1937. He was president of 
the A. & H. Underwriters of Milwaukee 
in 1945 and of the Wisconsin State Asso- 
ciation in 1947, that same year being 
elected to the board of the International 
Association, After moving back to St. 
Paul in 1948, he helped form the St. 
Paul A. & H. Association, becoming pres- 
ident in its early days, and later was 
president of the Minnesota Association. 

In 1951, he was elected president of the 
International Association of A. & H. 
Underwriters. He is past president of the 
Leading Producers Round Table. 

Mr. Montgomery, making the pre- 
sentation, said this of Mr. Ernst: “He 
has done a great deal locally, on a state 
level and nationally to further the A. & 
H. agents’ association, both as an officer 
and as a speaker with an inspiring sales 
message. As one of his nominators said: 
‘He is a man who has the welfare of his 
fellow man at heart and gives unstint- 
ingly of his time and talents that others 
may enjoy the better things in life.’” 

Dallas Meeting Recalled 


It is a curious coincidence that when 
Mr. Ernst was elected president of 
IAAHU, in 1951, the convention was 
keld in Dallas, which is the home town 
of Travis Wallace. 

Mr. Wallace has been active in A. & H. 
insurance for 36 years and is one of the 
outstanding life and A. & H. executives 
in the Southwest. He signed his first 
contract with Business Men’s Assurance 
at the age of 18 and while still attend- 
ing the University of Texas. By 21 he 
was BMA’s second highest producer 
nationally. 

He continued as a personal producer 
until 1934, and proceeded to organize 
Great American Reserve late in 1934. He 
has been a dynamic force behind this 
company’s growth. Its insurance in force 
now nears $180 million, A. & S. pre- 








mium accounting for well over half of 
total premium income. 

Nationally known and in constant de- 
mand as a speaker and lecturer on A. & 
S. selling and trends, Mr. Wallace has 
been a missionary in the business in 
urging greater recognition of the im- 
portance of A. & S. as a primary cover- 
age. In the HIAA he was a member of 
the organizational committee, served on 
its public relations committee and as 
vice president. 

His other industry affiliations include 
Insurance Economics Society of which 
he is a past president and still on the 
executive committee; executive commit- 
tee chairman of old Health & Accident 
Underwriters Conference; member of 
medical relations committee in Health 
Insurance Council; charter member of 
A. & H. committee of LIAMA; A. & H. 
committee chairman in American Life 
Convention; serves on A. & H. advisory 
committee of U. S. Chamber of Com- 
merce; an organizer and past president 
of Dallas Association of A. & H. Under- 
writers; past president of Insurance Fed- 
eration of Texas and Institute of Insur- 
ance Marketing at Southern Methodist 
University. 

Mr. Wallace has contributed freely of 
his time and organizational ability to 
many civic and charitable causes. Notable 
among them is the American Cancer So- 
ciety of which he is a national director 
and a former president (now chairman) 
of the Texas Division. He is president 
of the Dallas Better Business Bureau 
and director of the First National Bank 
of Dallas. 


Both Continue to Share Responsibilities 


Mr. Montgomery said that the record 
balloting counted out substantially for 
each candidate. “It was felt that geo- 
graphical distribution of nominating bal- 
lots showed strong support for each man 
from widely spread areas throughout the 
country. The background of Messrs. 
Ernst and Wallace indicate accomplish- 
ments far beyond local or company 
leadership. Both men have given of their 
time and talents in devotion to the indus- 
try in a measure that has been contin- 
uing and that has provided lasting bene- 
fits to the business. Both have con- 
tinued to shoulder new responsibilities in 
the association and in the industry long 
after they had reached high levels of 
prominence.” 

The decision for the dual awards was 
unanimous on the part of the judges: 
Earl Montgomery, chairman, Provident 
Life & Accident; Irving G. Wessman, 
Loyalty Group; John Campbell, Provi- 
dent Life & Accident; Albert Wohlers, 
Youngberg-Carlson; Edward H. O’Con- 
nor, Insurance Economics Society; Jay 
DeYoung, DeYoung & Associates; John 
3urridge, National Underwriter and 
Bruce Gifford of the IAAHU. 


No Popularity Contest 

Co-chairman Irving Wessman states 
that “in no way is the giving of the two 
awards to be considered a change or de- 
parture from the original concept.” He 
points out that the Harold R. Gordon 
Award “is not a popularity contest” and 
that the judges make their decision on 
other considerations besides the number 
of nominating ballots cast. 

The qualifications of each man were 
so exceptional and in many cases quite 
parallel to the degree that it was felt each 
was more than justified in receiving the 
award. “It would have been a grave in- 
justice not to name them both,” Mr. 
Wessman said. 

Messrs. Ernst and Wallace become the 
10th and 11th recipients of the award 
in the ten years since it has been 
given. Former winners were: Edward H. 
O’Connor, V. J. Skutt, William E. Lebby, 
the late Bert A. Hedges, John Galloway, 
E. H. “Count” Mueller, E. J. Faulkner, 
James E. Powell and Leonard A. Mc- 
Kinnon. 

All segments of the business were 
asked to vote and were provided with 
ballots—company executives, trade as- 
sociation staffs, insurance commissioners, 
trade press, association members and 


Bruce Gifford Makes 
Favorable Report 


ON 1957-58 WORKINGS OF IAAHU 





Says People May Not Be Buying Cars 
But Are Getting More A. & H. 
Protection; Assn. Activities 








Los Angeles Bruce Gifford, managing 
director, in his annual report to the 
IAAHHU convention here, said that 
despite leveling off in other parts of the 
nation’s economy all reports on accident 
and health insurance production and 
volume increase “continue to be magni- 
ficent and in many cases record-breaking, 
People may ne be buying cars, but 
they're buying A A. & H. in ever-increas- 
ing quantities,” he declared. 

Mr. Gifford continued: “The year ha; 
been important because of the insight 
we've had into our business. The atti- 
tude study conducted by the Health 
Insurance Institute, reported on at this 
meeting by HII Vice President James 
R. Williams casts a great deal of light 
on a hitherto murky corner in the store- 
house of knowledge about our customer. 
This study is perhaps one of the most 
significant positive developments of the 
year for the A. & H. business,” he said. 

“Canada’s National Hospital program, 
the Metcalf laws tn New York, Blue 
Cross’ serious financial troubles, Forand 
social security legislation and threatened 
rate regulation in Pennsylvania all add 
up to trouble. But on the positive side,” 
Mr. Gifford pointed out, “was Mutual 
of Omaha’s wonderful job handling 
Medicare and the generally favorable 


court findings all the way up the line 
to the Supreme Court in the A. & H 
advertising-states’ jurisdiction issue.. 


Calls for More Income Protection 


As in his 1957 report, Mr. Gifford 
pointed to the compar: utively poor growth 
of production in loss of time insurance. 
He called for a demonstration of “some 
of the genius that concocted major medi- 
cal out of a handful of garden variety 
health coverages and put it to work on 
income protection. A bold new concept 
like major medical is needed to breathe 
some new life into our merchandising 
of income protection,” he asserted. 

Within the IAAHU, he reported, an 
improved financial picture was achieved, 
membership increased and the associa- 
tion members showed “a driving desire 
throughout the country to carry into 
effect the doctrines of IAAHU President 
Earle R. Sennett, and Chairman E. J. 
Coffey.” 

Mr. Gifford also reported that a new 
speakers’ bureau had_ been compiled 
during the year. IAAHU’s Chicago office 
has just prepared a new procedure 
manual for local association officers 
which was made available for the first 
time during this convention. [AAHU 1s 
also sending to members a new decal 
which proclaims membership in the asso- 
ciation. New members will receive @ 
code of ethics certificate. 

He also reported that the association's 
monthly newsletter, “Disability Digest’ 
is continually gaining popularity, and 
that the new editorial policy for “A. & 
H. Underwriter,” of emphi asizing more 
helpful selling material, has received 
much favorable comment. 

Finally, Mr. Gifford said that TAAHUs 
close liaison with such other trade asso 
ciations as the Health Insurance Council 
HII, the National Association of Life 
Underwriters and the Life Insurance 
Agency Management Association “has 
been fruitful for all concerned.” 





others connected with the business if 
various capacities. Both the number 0 
nominating ballots and number of pe" 
sons nominated were new records. Eat! 
nomination required the submission of 
supporting biographical data. The judge 
ruled out all nomination ballots that 
failed to meet these and other technica! 
requirements. 
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A. & HL. Topics Panel 


(Continued from Page 34) 
A. & H. and life insurance still requires 
creative selling. Associations in the 
business are not opposing this merchan- 
dising method. It is a basic law of 
economics, he said, that the most effec- 
tive method of distribution will prevail. 
If direct writing is the most effective 
way, there is nothing that can be done 
to stop this move. 

Mr. Powell said that the industry 
faces an obligation to the public to make 
its money go as far as possible. The 
most effective system of merchandising 
is the one that will win out. To say 
that a man is a manager in the modern 
insurance connotation does not neces- 
sarily mean that he is a completely cap- 
tive salaried employe of the company. 

The “pure” general agent who finances, 
trains and pays claims all on his own 
is practically non-existent today. On the 
other hand, there are very few at the 
other end of the spectrum who are 
entirely salaried. The most! common 
practice in the business today is for 
field management people to derive their 
livelihood from a combination of salary, 
commission, and bonus. 

Mr. Powell further commented that 
hot competition for capable salesmen 
has a great deal to do with determining 
remuneration. The organization that of- 
fers the most income potential for the 
salesman will be in the best bargaining 
position, 

Comment from the floor suggested that 
the dollar amount involved in each sale 
is increasing. This brings more money 
to commissioned men, Chairman Powell 
added that some sort of financing for 
new sales people is a necessity today. 

Selling Loss of Time Important 

Mr. Powell asked his panelists to 
comment on the need for selling loss of 
time coverage when most salesmen found 
hospitalization easier to sell. Mr. Wal- 
lace stated it was more important for the 
public to have loss of time protection, 
and besides, it is more profitable and has 
greater persistency for the salesman. 

In very few instances, Mr. Ernst said, 
can a person die without first being ill 
or injured. He turned to a favorite text 
book of his, the telephone directory; 
there are more doctors listed in it than 
undertakers in any community! It is 
more profitable to be in the business of 


keeping people healthy than burying 
them, he said, which is why A. & H. 
Insurance 1s of first importance over 


life insurance and why income replace- 
ment stands above hospital, surgical or 
medical expense protection. “A man’s 
most valuable asset,” Mr. Ernst de- 
clared, “is his ability to produce in- 
come : 

_Mr. Powell said that the more loss of 
lime a producer goes after the more hos- 
pital business will come his way natu- 
rally 

In an answer to questions, Mr. Wal- 
lace remarked that some producers are 
defeating their own efforts by not real- 
izing the public has the money and is 
willing to buy. 

Is it necessary to raise the caliber of 
People selling insurance? Mr. Wallace 
answered by saying that courses like 
DITC are not being availed of widely 
enough. Old timers often need the train- 
ng more than the new recruit. Both 
Panelists agreed more strict qualifica- 
tion legislation was not the answer, Gen- 
eral agents and managers are responsible 
for the hiring of suitably responsible 
and intelligent sales personnel. 

Asked to comment on the Forand 
bills, Mr, Wallace, who is president of 
the Health Insurance Association of 
America, said that HIAA is planning a 
short-range program to forestall politi- 
cal demands. “The Government has 
tremendous commitments that are more 
portant than an additional welfare 
Sop, he asserted. He pointed out that 
very administration that sponsored 
Compulsory health insurance was turned 
Cut at the next following election, citing 
"tain and Australia for examples. Mr. 
allace said that a government program 
the most expensive and reduces qual- 
‘ty care for the citizenry. 


is 


Bennett and Archer Promoted 
By Security Mutual Life 


Security Mutual Life of Binghamton 
announces the promotion of William E. 
Bennett to be manager of its sickness 
and accident administrative division and 
Richard L. Archer to be senior under- 
writer in that department. These promo- 
tions are in line with the reorganiza- 
tion of the S.&A. department under 
direction of Robert G. Hill, second vice 
president and department head. 

Mr. Bennett joined Security Mutual 


auditor 


internal 
and in January, 1957, was promoted to 


in April, 1956, as an 
administrative assistant in the §. &A. 
department. A graduate of Harpur Col- 
lege with B.S. degree in business admin- 
istration and from the cost accounting 
course at Broome County Community 
College, he has also taken LOMA 
courses. Active in civic affairs, he is 
also president of Harpur College Busi- 
ness Administration Club and chairman 
of Security Mutual’s Employes’ Council. 

Mr. Archer attended Syracuse Univer- 
sity and has also taken LOMA courses 
since joining Security Mutual in 1953. 





DODGERS IN THE ARENA 
Easterners attending’the IAAHU con- 
vention were interested to see old faces 
in new surroundings when the Los An- 
geles Dodgers played at the Coliseum 


against Pittsburgh Pirates. The trans- 
formation of the “Bums” into “Angels” 
was remarked upon in many ways! 





He started as an S. & A. underwriter. 
He also is active civicly, an ardent de- 
votee of hunting and fishing and a col- 
lector of firearms. 
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GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 


Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 
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the world. 


Name 


A growing company in a growing field. That’s Combined, 
second largest exclusive accident and health company in 


Behind this amazing growth record are countless success 
stories .. . stories about people who believed in the future 
of Combined . . . people who profited from that belief. 


These same opportunities and more like them are open to 
you right now... offering agents two ways to move into 
the high earnings in the accident and health field; through 
full-time selling of one of Combined’s Specialized Package 
Plans, or, selling Combined’s remarkable Wholesale Group 
Plan in your between-appointment hours. 


Check which method interests you, on the coupon below, 
and let us tell you about the numerous advantages you can 
enjoy—working with a growing company. 


—---------------4 


Combined Insurance Co. of America, Dept. 86 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please send me details about: 
(J Combined’s Specialized Package Plans 








City, 


l 

I 

l 

! 

(0 Combined’s Wholesale Group Plan. } 
I 

Address. 
l 


State 
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International A. & H. Association Meeting, Los Angeles, June 11-14 





LAAHU Comm, Chairmen Report on. 
Education, Legislation, PR, Membership 


Los Angeles—Reports by chairmen of the various committees of the International 
Association of Accident & Health Underwriters were released during its convention 
held here. Among activities reported were IAAHU cooperation with the Health 
Insurance Institute on public relations and the Health Insurance Council on state 


medical-hospital programs. 
with sustaining memberships. 


Membership of the association was increased along 
Other reports were made on legislative activity, 


both state and Federal, and by the IAAHU committee on education. 


Sustaining Membership 


Webster Hurley, Bankers Life & Cas- 
ualty, Philadelphia, Pa., chairman of this 
committee, reported that a total of seven 
new sustaining members were added to 
the rolls of the IAAHU during the year. 
Altogether 61 agencies, individuals and 
associations are now supporting the asso- 
ciation through this sort of membership. 
On behalf of the IAAHU board, he ex- 
pressed deepest appreciation to these 
members for their contributions that 
make possible the many activities of the 
{International that otherwise could not 
be carried on, he said. 


Public Relations Committee 


Oakley Baskin, Mutual of Omaha, 
Buffalo, N. Y. said that this committee 
has met with James R. Williams, vice 
president, Health Insurance Institute 
in order to coordinate the thinking of 
the International Association with that 
of the HII and the HIAA on matters 
concerning industry public relations. Mr. 
Baskin said: “We feel that public rela- 
tions has come of age in the A. & 
industry and seek to solidify our position. 


We will continue to work with the 
Health Insurance Council on _ state 
doctor-hospital programs.” Many key 


members are serving on these 
state committees. 


IAAHU 


industry 
Membership Committee 


The chairman of this committee, Gail 

. Shoup, Lincoln National Life, Grand 
Rapids, Mich., said that his committee 
members “have done an _ exceptionally 
fine job through the nation. Reports are 
in of new associations formed, and in- 
creased membership in old associations.’ 

The Northern California Association 
has completed their reorganization. New 
associations have been formed in Vir- 
ginia and West Virginia. Rhode Island 
is following, he reported. 

“President Earle Bennett brought 
news that Florida has had an overall 
increase, with the most spectacular re- 
sults in the West Coast association. They 
now have better than 100 members. In 
Minnesota, Sig Bjornson reported three 
new associations at Mankato, Willmar 
and Fairmont. North Carolina also has 
a new association at Asheville. 

Mr. Shoup continued: “L. J. Lewis 
of Rockford, Illinois, has been very 
active in organizing and reactivating 
new associations and Roy Davis, execu- 
tive board member, is continuing to do 
a fine job on membership in Illinois. 

“Charley Ray of Indianapolis was 
active and helpful in building up the 
membership for Indiana. The new asso- 
ciation in the northwestern section of 
South Bend was a big accomplishment. 

“Michigan, under the strong leader- 
ship of State President Francis Barn- 
hart, reports the five associations as all 
having an increase in membership with 
the formation of the Tri-City Associa- 
tion with 36 members.” 

He cited Louis Medill, Continental 
Casualty, the new zone chairman for 
New York City who is launching a new 
association there. Also W. Selden Steiger 
and John Forrest were both active on 
the membership committee and reported 
new associations in Mahoning Valley, 
Stark County and Summit County, Ohio 
with nearly 200 members. Columbus and 
Cleveland reported outstanding increases 
in membership. 


“We confidently expect 1958-1959 to 


show substantial increases in member- 


ship,’ Mr. Shoup predicted. 
Associate Company Membership 


IAAHU Chairman E. J. Coffey, Mu- 
tual of Omaha, Portland, Ore., announced 
that three companies were accepted 
during the year as associate company 
members. They are Bankers Life & 
Casualty, Federal Mutual Casualty, and 
Southland Life. This brings the total 
associate company membership to 52. 
Mr. Coffey said that the board of 
IAAHU had asked him to “publicly ex- 
press thanks to those companies for the 
support that makes many IAAHU activi- 
ties possible.” 


Education Committee 


E. H. Magnuson, Federal Life & Cas- 
ualty, Battle Creek, Mich. reported that 
the education committee has dedicated 
the past year to greater Disability In- 
surance Training Council activity in the 
local A. & H. associations. Most schools 
have now been completed, he said, and 
plans are already being formulated to 
prepare a vastly accelerated program 
for the autumn season. Tuition cost was 
reduced to $40 this year and a series 
of projection slides are being prepared 





* Deep personal satisfaction 


* Expanding financial security 


to promote the course. 

The various TAAHU zone chairmen 
and the state association presidents co- 
operated enthusiastically in sponsoring 


and forming new DI TC schools. He 
cited the outstanding record of the In- 
dianapolis association which has just 


completed its seventh school. 

Mr. Magnuson closed: “The need for 
greatly accelerated training is apparent 
for the large number of new people 
entering the field. Our present national 
economic situation has had the effect 
of greatly increasing the number of re- 
cruits. To prevent a lowering of the 
standards among sales personnel, many 
home offices are emphasizing the need 
for training. 


Combination Agents 


is the report 
National 
“We 


The following in 
made by George 
Accident & Health, 


part 
Lehman, 
Newark, N. J.: 


have made considerable strides in a 
program to create more association 1n- 
terest for the combination, industrial 


or debit agent. Considerable discussion 
at IAAHU board meetings during the 
early part of the year led us to establish 
a column in the A. & H. Underwriter 
magazine aimed at the problems of the 
industrix al man. So far three articles 
in a series have appeared. 


“Thorn Mock, president of National 
Accident and Health of Philadelphia, 
has taken on a campaign to interest 


industrial companies in the activities of 
the association. He has contacted a 
number of company officers and received 
cooperation from them. The _ plan, 
initially is to interest men in field super- 
visory positions in the industrial field 
and after that the debit man himself. It 
is felt that more than any other segment 
of the A. & H. business, these men 
would be responsive to an organization 
that promotes professionalism in selling.” 


- 
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i: THE OLD STATE HOUSE. 


MASSACHUSETTS CASUALTY 
INSURANCE COMPANY 


‘50 CONGRESS STREET 
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Tape Recording Library 


At the Los Angeles convention all the 
talks were being taped, James Robb, 
Mutual of Omaha, Minneapolis reported, 
“Throughout the year other meeting 
talks and presentations have come to 
us and will be offered along with the 
convention reels as soon after the meet- 
ing as we can edit and process them. 

“During the past year,” he said, “there 
has been a continuing demand for the 
tapes we stock in our library. A total 
of 166 orders have been received and 
filled—chiefly for the recordings made 
at St. Paul in 1957 and Miami in 1956, 

“If you have any special request or 
have any tapes relating to A. & H. that 
you would like to see di.tributed through 
our library, contact the Chicago office.” 


Legislative Committee 


Committee Chairman E. H. O’Connor, 
Insurance Economics Society, Chicago, 
in his report said: “Federal government 
continues to pressure for expansion of 
our social security act. It will not only 
endanger the future of the system but 
with its increasing cost it will reduce 
the purchasing power of the individual 
to buy the basic protection of accident 
and health insurance which we sell. 


“In the present Congress there are 
over 300 bills introduced proposing 
amendments to the social security act. 
The Forand bill will increase the taxable 
wage base and provide hospital and 
medical services for all social security 
beneficiaries. If adopted, it could very 


well extend these benefits in later years 
to all covered workers in the system 
irrespective of age. 

“Watch out for the introduction of 
bills in the various states a li New 
York’s Metcalf bills on cancellation and 
conversion. 

“In 26 states 231 bills have been intro- 
duced in 12 years on compulsory sick- 
ness. Only four states have such plans. 
No state has adopted a plan since 1949, 
Although since that time, 173 bills have 
been introduced in 19 state legislatures. 
Ne xt year we will have 45 states holding 
sessions. Each and every man in busi- 


ness should watch these legislative 
sessions for bills inimical to our busi- 
ness.” 


State Mutual S S. & A. Volume 
Breaks All Records in May 


May marked the second consecutive 
month which the State Mutual Life 
smashed records for individual S. &A. 


production. New _ business exceeded 
$47,000, breaking the previous record of 
$44,400 established in April. For year 
to date the company is 16% ahead in 
S. & A. new business. 

Production leader for May was The 
Colorado Agency, B. S. Rosen, CLU, 
general agent, which also led for the 
first five months of 1958. 

Other top ranking S. & A. agencies for 
1958 were New York, Fred M. Selling, 
general agent; Chicago, Walter C. Leck, 
general agent; Boston, Richard F. Wag- 
ner, CLU, general agent, and _ Dallas, 
John F, Pierce, CLU, general agent. 





Bisson Reaffirms Decision 


(Continued from Page 31) 


jected loss costs. I am not unmindful 
of a repetition of events of some four 
or five years ago, when, in order 0 
relieve the tight market for automobile 
insurance, it became necessary for the 
rating bureaus to make an outright plea 
for what was described at that time aS 
emergency rate increases basing their 
demand not upon past and_ outdate 
statistics, but rather the then current 
ravages of inflation upon loss costs. , 
It’s the drivers behind the wheel ™ 
your territory who help to make youl 
rates. This much is certain—reduction 
in the severity in accidents, frequency; 
and accident costs will make a_ positive 
contribution to rate reduction. 





June 20, 1958 


AO Baa a ROBE 


E 
' 
s 
' 


















































































Rn AS AAA rE Bee Np ace 


Ditiiccniannkediaee 











